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BUILD BETTER 
BUSINESS 


WITH THE 
FREEMAN LINE FOR FALL 


4 
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IMustration from the new Freeman Fall & Winter Catalog now on press. Be sure you get a copy by writing at once. 


There's better business coming for the merchant whe shoes. New styles, new leathers, new ideas--but old- 
sells BETTER SHOES. There's better business DUE THIS time Freeman insistence on the best of everything in 
FALL fer the merchant whe sells Freeman Shoes--priced materials and workmanship! And of course the prices 
kigh enough for high quality and lew enough for volume! and profits are just RIGHT. 


Refere you make any commitments, see the new Free- Investigate this nationally advertised line--now. If you 
man line. It is the best-selling line ever presented by would like te have our salesman call, write Freeman 
America’s largest exclusive manufacturers of men’s fine Shee Corporation, Beloit, Wisconsin. 


WORN WITH PRIDE =) BY MILLIONS. 





When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


FEET the world over vary, per- 
haps, in their minor characteristics, 
but all are basically the same. The 
shoes that cover them, however, vary 
in shape, material, construction and 
conception as perhaps no other 
items of apparel do. Shoes of 
leather, rubber, wood, grass, metal, 
cloth and just paint are included in 
the collection of thirty-five pairs of 
shoes assembled by Arthur Good- 
friend, who recently returned from 
a shoe-research tour that took him 
to forty-five countries from Japan 
to Morocco, and covered—in all— 
over thirty-five thousand miles. 


4 


The thirty-five pairs, grouped to- 
gether, make an amazing display. 
High wooden shoes from Kashmir, 
thoroughly practical Kabuli from 
Afghanistan and worn by British of- 
ficers in mufti on the North West 
Frontier. Pom-pommed affairs from 
Greece. Rawhide yellow creations 
worn by the Chleuhs of Morocco. 
Red boots from Tibet. To look at 
them is an education, not only in 
geography but in the ingenuous- 
ness of the human mind. 

There are, however, many shoes 
that resemble important shoe fash- 


ions in America today. Suedes from 
Calcutta and custom lasts from 
Bombay. Needle points from La- 
hore. Pumps from China. Rocker 
bottom lasts from Rajpulana. Plain 
toes from Palestine. Monk effects 
from Istanbul. High walled sides 
from Holland. Espadrilled from 
Spain. Huaracha types from Jugo- 
slavia. And so on down the line. 
The collection is rendered even 
more interesting by accompanying 
water color sketches of the wearers, 
painted by Mr. Goodfriend in each 


country. 
% * % 


THE sit-down strike which in the 
news of the world is part of the 
formula for labor protest, has 
spread to most of the retail stores 
in France. Most of the stores in 
Paris were “out of business.” The 
main exceptions were the Samari- 
taine and the Bon Marché—both 
with profit-sharing plans for em- 
ployees. However, inasmuch as re- 
tailing was at a standstill, the em- 
ployers gave their workers a holi- 
day with pay until conditions war- 
ranted reopening the stores. 

In other stores the employees 
tried a sit-down strike, occupying 
the store, preventing business and 
yet having a good time in a quiet, 
orderly fashion. In some cases 
music and dancing, but no sabo- 
tage. One of the planks in the plat- 
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form of the new government is: 
“Vacations with pay.” 

A point of interest in this news 
from Paris is that organizations that 
are employee-welfare-minded have 
been spared the general strike 
troubles. 

*% *% % 
SUMMONS — from the Supreme 
Court of Good Fellows of the City 
of Shoedom—The Boot and Shoe 
Travelers’ Association of New York 
(Plaintiff) against Mr. Shoeman 
(Defendant). 


SUMMONS 


You are hereby summoned to 
appear in the SUPREME COURT 
OF GOOD FELLOWS at KARAT- 
SONYI’S HOTEL, GLENWOOD 
LANDING, L. I., on Thursday, 
July 16, 1936, at 11:30 A. M., 
where the BOOT AND SHOE 
TRAVELERS ASSOCIATION OF 
NEW YORK will foregather to 
celebrate their THIRTIETH ANNI- 
VERSARY with an outing, golf 


tournament and shore dinner. 
PROGRAM 


9:45 A. M.—Buses leave Mar- 
bridge Building. 11:30 A. M. Re- 
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port to plead your case and receive 
your sentence or acquittal. 12:00 
A. M. Shore breakfast. 1:00 P. M. 
Golf tournament at Engineers Golf 
Club. 2:00 P. M. Sports and 
games at the hotel field. 3:00 P. M. 
Baseball. 7:00 P. M. Shore din- 
ner and music. 8:30 P. M. On your 
own. Music. 

Third round for possession of 
the Boot and Shoe Recorder Cup 
will be played. Other prizes for 
runners-up in the buyers group and 
other divisions. Time out at the 
eighth hole for added stimulation 
to a grand finale at the 19th hole. 
The Association champ, Bill But- 
terworth, will play a special match 
with a worthy opponent, who thinks 
he can take Bill’s measure. 

Routings will be found on the 
back of all tickets for those who in- 
tend driving their own cars. Tickets 
—$5.00. Circle this date on your 
calendar (July 16, 1936) ; no alibis 
or excuses will be considered as a 
justified defense. If a buyer requires 
your services on that day, bring him 
to our court and we will settle his 


case. 
Charles Havranck, Secretary. 








FALL shoes are scheduled for their 
first promotion on or before July 
15 in the Gano-Downs women’s 
shoe department, Denver, Colo. 
This is a full 15 days ahead of the 
usual time. R. O. Mattingly, the 
buyer, explains this new policy as 
follows: 

“We always sell a great many 
high-grade Fall shoes in August 
because of the large number of 
tourists attracted to Denver by its 
superb vacation charms (adv.). 
But there are just as many here in 
July as in August and we know they 
will buy shoes if we show them. 
New shoes too, for they are not the 
people interested in left-over sale 
shoes. 

“So we shall start our Summer 
sale about July 1 as usual. Soon 
thereafter we shall come out with 


BOOT AND 





LOOKING FORW ARD 








—The advertising world is embark- 
ing on its newest adventure—the 
dramatization of products in the 
spirit of showmanship. 


—A half century of production effi- 
ciency comes to a point where 
manufacturing, as such, has almost 
reached its efficient maturity. 


—In practically every line of produc- 
tion there is so much scientific 
and mechanical skill that the prob- 
lem of making goods for human 
use and service has become meas- 
urable—so many man hours, so 
much capital, and so much raw 
stock can produce a given product 
at a given time. 


—If production were the only prob- 
lem in the world we would now be 
in Utopia. The world would be a 
perfect place to live in, for mod- 
ern man has conquered the ma- 
terials and machinery of the world; 
but there is more to this modern 
civilization of ours than produc- 
tion. 


—As a civilization, we are on the 
very threshold of a distribution 
age; and in solving the problems 
and opportunities of distribution 
we will undoubtedly open up an 
entirely new economic philosophy. 


Suet Tia... 


President 





our promotions on new Fall shoes, 
even before our sale is finished. 
From then on the new shoes will 
get the spotlight, with sales shoes 
being promoted, but in a secondary 
way. 

“The new shoes I bought in May 
for July delivery line up this way: 
Blacks, 54 per cent; browns, 28 
per cent; other colors, 18 per cent. 
Since most of the size ups will be 
on the black styles, I anticipate the 
early Fall season will show the 
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sales of blacks to be about 65 per 
cent of the total.” 
* * te 


SISSON’S ninety-fourth anniver- 
sary this month, establishes a rec- 
ord for continuous operation by one 
family for nigh onto a century. In 
celebration thereof, the Binghamton 
(New York) Sun pictures “then” 
and “now” and tells the story of a 
pioneer who traveled by packet and 
opened a one-room store at Court 
Street near the Chenango Canal. 
Ninety-four years later, the canal 
has been changed to State Street 
and the original building has be- 
come an eight-story modern struc- 
ture. 

The motto of the company has 
been: “A healthy and honorable 
system in doing business is the only 
one that will wear well; eminent 
success never results from any other. 
The patron’s interest should be 
made the seller’s interest.” 

That is a sure and safe foundation 
of service upon which to build a 
retail shoe structure. 


% Sy 


\ FLOAT THRU THE — \ fp 
_—_— 
S 
or 


MIARGERY WILSON in CHARM 
(Stokes) says: 

“Do you walk right? To walk 
well there is only one rule—walk 
on one line and not on two. All 


this talk about the ball of the foot 








- and shoulder carriage is unneces- 


sary, for you could not possibly 
walk on one line without having a 
proper carriage. Most people walk 
on two lines and this causes them 
to wabble from side to side. By 
walking on one line a woman will 
appear more graceful, and if there 
is any soft drapery about her cos- 
tume she will seem almost to float 
into a room. I know a woman quite 
short and heavy, who, by walking 
on one line, gives such an impres- 
sion of perfect control of her body 
that she looks pounds lighter while 
walking than at any other time. 
This technique gives to a man dig- 
nity and directness of movement.” 
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J. W. RASMUSSEN, shoe buyer 
at O'Connor & Moffat Company, 
San Francisco, Calif., says: 

“Business with us is the best in 
our history. I believe the public at 
large is getting quality - minded 
much faster than the retail stores 
are aware. In our store we have 
felt very little reluctance to prices. 
While we never went lower than 
$8.50 during the past five years, 
we have not bought any $8.50 shoes 
for the coming season and now be- 
lieve we will start our prices at 
$10.00.” 

% * * 
MAERRILL A. WATSON, execu- 
tive v.p. of the Tanners Council of 
America before the American 
Leather Chemists, said: 

“We rarely stop to think that 
ours is a somewhat extraordinary 
industry. Mass production, new 
technique and the synthesis of new 
products dominate the industrial 
scene. Yet whatever thinking we 
may do about the economics of 
this industry must be limited by a 
hasic fact—our raw material supply 
is a by-product. The quantity is 
definitely limited and determined 
not by demand but by the world’s 
appetite for beef, veal and mutton. 
There are very few raw materials 
of world industry and trade, with 
the exception of hides and skins, 
which cannot be increased in supply 
when demand rises. 

“Contrast the nature of your raw 
material supplies with the demand 
for leather. Leather demand today 
is limited by price, yet the really 
basic market for leather—that is, 
the shoe industry—has by no means 
reached the possible limits of de- 
mand. In the United States the 
average consumer purchases about 
2.8 or 2.9 pairs of shoes per year. 
Elsewhere in the world far less 
shoes, and therefore leather, are 
consumed. Only a very moderate 
increase in the consumption of 
shoes throughout the world would 
have an extraordinary consequence 
upon the demand for leather. In 
fact, if only one pair of shoes per 
year were worn by the potential 
consumers who wear none today, a 
serious shortage of raw materials 
and consequent price dislocation 
would arise.” 


WILLIAM M. LEBRECHT 
Beeomes Vice-President 


of American Exporter 


WILLIAM M. LEBRECHT 


WILLIAM M. LeBRECHT, for the past 20 years associated with Boot anp 
SHOE REcorpeER, resigned July 1 and becomes vice-president of The Amer. 
ican Exporter. He steps into a new field of business paper service at a time 
when business men, in all industries, are looking into foreign fields for 
export opportunities. , 

Admirably fitted for his new work, he brings to it the ingredients best 
suited for international neighborliness—thoroughness, steadfastness, integ- 
rity—over the years he has demonstrated that “his word is his bond” and 
his opinion properly weighed and considered. With all, he has a rare 
sense of good humor and a universal friendliness. 

Mr. LeBrecht joined Boot anp SHOE REcoRDER (bringing with him a 
practical shoe experience) in 1916 as copy and contact man. He became 
successively assistant treasurer, treasurer and sales manager, vice-president 
and executive vice-president. Thus he brings to the business management 
of The American Exporter a long experience and training in sound business 
paper practice. 

He was, last year, chairman of the Committee on Retail Distribution of 
the Associated Business Papers and has also served as chairman of the Ad- 
vertising Committee and of the Sales Managers’ Committee of the A. B. P. 

Twenty years is a slice of life difficult to separate from the magic circle of 
its friendships. So we on the REcorDER staff say: “Go to it, Bill. The best 
is none too good for a swell guy like you.” 
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AT YOUR FINGER TIPS 


©*JHAT’S your left hand,” said the young man inter- 
estedly. “What about your right?” 

J. H. Stonebridge, president of Stonebridge’s Shoes, 
Inc., shifted uneasily in his swivel chair. He was sorry 
he had finally succumbed to the advertising manager’s 
suggestion that he submit to an interview with the re- 
porter from the National Weekly. Success stories were 
not included in his vast readings. He didn’t like them. 
He liked an article on how to train a bird-dog, or a 
detailed log of a trip to the South Sea Islands in a 


forty-foot yawl. 


Not only that, but the questions the young man was 
asking him were a little dificult. They presupposed 
that he, Mr. Stonebridge, knew much more than he 
really did know, particularly about his own business. 
And the answers he had already given were somewhat 
misleading, he felt. Misleading in that they seemed to 
place him in the position of admitting himself an 
authority on the profitable retailing of shoes. Mislead- 
ing in the implication that he recognized his superior- 
ity as a merchant and was willing to talk about this 
amazing ability and astute acumen of his. Even when 
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A Human Interest Story That Is Not Fiction, But Fact 


he answered the questions carefully and truthfully, he 
felt that he lied. It was because of the way the ques- 
tions were put. 

He fingered his short-cropped, gray moustache with 
a gesture of irritation, but nevertheless looked oblig- 
ingly at the colored drawing on the cover of the book 
on his desk, as the young man had directed him to do. 

Strangely enough, it was his own book, his own 
familiar binder of records that was always handy for 
constant reference. But it struck him with some sur- 
prise that he never really had examined the picture on 
the cover, although the book was more than eight 
years old. 

He looked at it now, intently, and remembered with 
perfect clarity the stockholders meeting at which it had 
been presented to him with some show of ceremony 
and how his old partner, Mr. Munson, now dead, had 
been careful to place full credit for the compact con- 
tents on Miss Wright, the office manager. Good old 
Munson. He never had taken credit for anything, un- 
less it turned out bad. - 

The picture itself, he noticed with a new interest, was 
not badly done. In miniature scenes it showed the five 
major divisions of his business under the finger-tips 
of a great hand, and the conviction came upon him sud- 
denly that the hand was distinctly his own. 

It shocked him a little that he had never realized 
this before. 

“That’s your left hand,” repeated the young man in 
a little louder voice. “What about the right?” 

Mr. Stonebridge shifted uneasily in his swivel chair. 

“I__I use it to scratch my head with,” he replied 
suddenly. And then startled by his own answer he 
suited his action to the words, looking the young man, 
meanwhile, full in the eye. 


THE young man rested his pencil on his note pad and 
looked over the top of his gold-rimmed spectacles. 

“Pardon me, sir? I guess I—” 

“No, you didn’t. You heard me right. I’ve been 
using my right hand to scratch my head with all my 
life, and I guess I always will. I’ve never been able 
to make up my mind very quickly, and then after I’ve 
finally made my decision I always wonder whether 
I’m right.” 

J. H. Stonebridge was talking fast and a new firm- 
ness in his voice made a decided impression on the 
young man. The pencil lay untouched on the pad. 

“You’ve done most of the talking during this inter- 
view,” continued Mr. Stonebridge. “I guess it was 
because I didn’t want to see you in the first place. I 
didn’t want to be interviewed. You've been forced to 


by E. K. BARTLET 


WETHERBY-KAYSER SHOE CO. 
LOS ANGELES, CAL. 


talk because I wouldn’t, and somebody had to oi it 
wouldn’t be an interview. But I’m going to talk now. 
Do you understand me?” 

“Yes, sir,” said the young man. 

“And I’m going to apologize to you.” 

“Yes, sir.” The young man spoke as if the older one 
had threatened to whip him within an inch of his life. 

“You’ve told me,” continued Mr. Stonebridge, “a 
lot about myself. You’ve said I have an uncanny 
faculty for anticipating style trends. Bosh! I don’t 
know a thing about styles. I never could understand 
styles and if left to myself I would guess wrong a 
hundred times out of ten. What I do is get eight or 
ten of my best salesmen together and put the question 
to them as to what is going to happen. And do they 
know? Not always, but most of the time. They at 
least know what the customers think they are going to 
want. And it’s the customers who buy our merchandise! 
Do you understand that? It’s the customers who buy 
our merchandise!” 


MIR. STONEBRIDGE paused for breath and then 
leaned confidentially forward in his chair. “What we 
do is find out what the customers want, irrespective of 
what the style experts say they ought to have. Then we 
get it for them, in good quality, and the advertising de- 
partment takes credit for getting the public in to buy it.” 

The young man made a note, and as an after-thought 
said meekly, “And as to quantities?” 

“There’s another thing,” replied Mr. Stonebridge. 
“You told me that I can do more business with less 
stock than any man in the country. That’s news to me. 
Mr. Jordan, our secretary, told me this morning we 
were 10 per cent over-inventoried and that our open to 
buy budget had been cut accordingly. We leave these 
budgets entirely to our office because we are not sure 
our own ideas on these figures are correct. All we can 
do is scratch our heads and admit that they’re probably 
right.” 

“And your expenses? Are they budgeted the same 
way?” 

“Yes. What can I know about expenses, when I 
don’t do any of the work? All I know is that the 
book says they’re going to be less than our gross 
profits. [ rely on the people in charge of the depart- 
ments. Then I sit back and scratch my head and won- 
der how they do it.” 

[TURN TO PACE 32, PLEASE] 











SMART DAYTIME SKIRTS—ARE 

AS SHORT AS THIS . . . AND 

THAT’S ALL TO THE GOOD FOR 
THE STOCKING BUSINESS. 


EVENING SKIRTS WILL ALSO RE- 
VEAL THE LEGS, THE MOST EX. 
TREME FRENCH MODELS SHOW 

A MUCH SHORTER LINE, EITHER 
ALL AROUND OR AT THE FRONT, 
WHILE MANY MODELS HAVE 

TRANSPARENT RUFFLES OR EDG. 

ING AT THE BOTTOM. 




























BOTH PHOTOGRAPHS ON 


THIS PAGE ARE BY COUR. 
TESY OF KAYSER. 
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Four Traffie Rules 





For Hosiery Colors 


Pointers on how far to go and where to 
stop in selecting Fall Stocking Shades. 








1H I. Put the Brakes on Dark Brown 


oe 


2. Watch Your Coppers 
Ht 3. Full Speed ahead on Warm Light Brown 


4. Play Safe in Neutrals 








by RUTH HARRINGTON — 





STOCKING COLORS ARE _ DEFI- 
NITELY LIGHTER AND LIVELIER 
THAN A YEAR AGO. 










1. Put the brakes on dark 


‘ brown—that’s the most important 


danger signal this Fall. 

Last year—remember—a lot of 
browns had Haile Selassie complex- 
ions. And those were the stockings 
that stayed on the shelves except in 
certain cities of the South and West. 

Hosiery lines are still showing 
them this Fall to meet this special 
local demand. But don’t buy them 
unless your customers clamor for 
them! 
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Very dark browns don’t belong in 
the general fashion picture. They 
aren’t becoming to any but the slim- 
mest legs. They don’t look right ex- 
cept in the wispiest numbers. 

Every rule has an exception—there 
is a fashion place for an extremely 
sheer dark brown to wear with bronze 
shoes. But since the business you 
will do with bronze shoes can prob- 
ably be put in your eye—this par- 
ticular promotion only deserves a 
tiny bit of the budget. 
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2. Watch your coppers .. . these 
lively tones made great progress this 
Spring and they will continue for 
Fall in somewhat more conservative 
versions. They are still the smartest. 


liveliest color to wear with black . . . 
and we all know how important black 
will be this Fall. They are also the 
right choice for carried over Navy 
costumes and for gray. 

Copper stockings sold as an exact 
match to coppery tones in shoes are 
open to question. 

There were so many cheap vivid 
stockings worn with British tan shoes 
this Spring that more conservative 
women are likely to react against 
them in favor of more conservative 
shades. 

It’s a mistake, we say, to promote 
closely blended stockings with your 
brighter brown shoes. The stocking 
shade for a shoe in this color family 
should be warm and lively but always 
a little more neutral and little lighter 
than the shoe shade. 

It is expected that copper stockings 
will be most important early—slack- 
ening off in October, except for cruise 
wear. 


3. Full speed ahead on warm 
light browns—Where a beige leaves 
off and a brown begins—in other 
words, in the middle register is where 
a lot of volume will be done this year. 

The best-selling colors will be very 
definitely lighter than last season's 
and these light browns fit into the 
picture to wear with green, with 
reds, with rusts and even with black. 

The aggressive copper promotions 
of this Spring have put over the idea 
of more colorful shades. It will make 
the woman who always stuck to 
mousy colors likely to go livelier in 
her choice. She may not want an 
extreme copper shade, but she will 
wear a brighter brown than she wore 
a year ago, because her eyes have be- 
come used to seeing brighter legs! 

A middle brown with a mauve cast 
is the color to show for Aubergine 
shoes—if and when you show Auber- 
gine shoes. 


4. Play safe in neutrals—Prob- 
ably 50 per cent of every store’s busi- 
ness will be done in the grayed down 
taupey shades, because these colors 
[TURN TO PAGE 33, PLEASE | 
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“We don’t count a 
man’s years until he 
has nothing else to 

count.”—Emerson. 


SOME one has said that the greatest thing in 
the world is an idea, but there are ideas and ideas, 
and they are not always suited to our particular 
need. 

As a people we are prone to accept new ideas 
and theories without thinking them through to 
their logical conclusion. 

Today there seems to be a general idea in retail 
shoe stores that only fast-stepping salesmen are 
desirable. Some way, we just naturally associate 
youth with speed, but we need a balance of effi- 
ciency as well, and if we do a little close checking 
of our sales force, we may find that it takes more 
than just a fresh personality to keep up a consis- 
tently high batting average for the season. 

The most vital factor in retail selling today, and 
in the days to come, is customer contact. There 
is a very definite need for a balanced selling force. 
For stores with lower priced, hot, shoes, to be 
sold in a hurry, these young wrap-up artists may 


be absolutely O. K. 
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But the stores that are really doing a job, that are 
holding customers, and building for the future, that 
are not just swapping transients and hi-jacking bargain 
hunters—the stores that are making a profit that will 
keep them in business are those that know what it is 
to give more than eye service in the sale and fitting 
of shoes. 

In all lines of retail selling skillful men are needed; 
but the public is demanding more from retail shoe 
sales people than from any other group. People of 
today are style, fit, and comfort-minded to a surpris- 
ing degree. 

The professional touch to shoe fitting—cannot be 
learned in a month or a year. It takes years of fitting- 
stool and measure-stick experience before a salesman 
seasons down to a selling service that satisfies our 
diverse public and our tremendously individual ranges 
of foot differences. 

During the Easter rush, we heard a number of shoe 
men complaining about how difficult it was to pick 
up a seasoned salesman who really knew the game. 
These youngsters, trained in the sand lot of the low- 
priced chains, lack what it takes to qualify in the 
better stores. Let them go through their conversation 
fitting, and some part of the public will fall for it, 
but in the common sense of shoe fitting the man at 
the fitting-stool has to be experienced enough to know 
what it is all about, and age has very little to do 
with it. 

One large family type store is keeping a close daily 
check-up on every transaction of the individual sales 
people, and the tabulation for the past month shows 
that the oldest salesman on the force—not only in point 
of service, but in age (well past the fifty mark)—was 
tops by a surprisingly large margin. He not only sold 
more units of shoes, hosiery, house slippers and find- 
ings, but led the field in the sale of high-styled num- 
bers as well. 

The man of fifty who has kept physically fit, lived 
wisely and kept in step with the march of progress 
is at bis best. To bodily vigor he joins experience, and 
experience means good judgment. To judgment he 
joins a sense of responsibility and a habit of steadi- 
ness—two qualities of inestimable value in business. 

One may say without fear of successful contradic- 
tion, that the major part of the world’s finest creative 
work is done by men well along in years. To be sure, 
years are not necessarily a badge of accomplishment, 
for today, as always, there are wise and unwise older 
men just as there are wonderful and worthless young 
men. Years are not always the yardstick with which 
we can accurately measure the value of men in in- 
dustry. 





“Billy Doesn't Work 


Any more.” 


Here 


Sorry, I can’t say where he is— 
No, he isn’t here any more. 

Sure, Bill was a darn good man, 
But a little old for the store. 


Yes, Bill was here for twenty years. 
Successful? Sure, many a season. 

But times have changed, the game is fast 
We wanted young blood, that’s the reason. 


Maybe you noticed the remodeled store. 
We work on a progressive plan, 

New, modernistic, in step with the times. 
Bill gave way to a younger man. 


I wondered what had become of Bill, 
What kind of a job he would land. 

A splendid record of work well done; 
But would his work be in demand? 


Then, one day, I ran into Bill, 
Yes, he greeted me at the door. 
The only job that he could land, 
Was floor man in a city store. 


There are many, many hundreds of Bills, 
Competent, trustworthy, true. 

Are there no jobs for men like these, 
In this deal we are calling new? 





It is true that trees do die from the tops down, but 
there are sturdy old oaks that are healthy at the cen- 
tury mark, and still going strong. Every business needs 
new blood. We need the enthusiasm of youth, its fear- 
lessness, its unbounding faith in itself and in the future. 
Business also needs the balance that comes with the 
maturity of years and the experience of time. 

Extremes are always dangerous. The smart thing 
is to strike a balance. 

We know one shoe department where the sales per- 
sonnel looks like a delegation from the old folks’ 
home, and an exclusive shop featuring high-grade 
genteel shoes, where the sales group looks and acts 
like they might have been recruited from the floor 
show of some popular night club. What should be 
done is to take the two groups, give them a good mix- 
ing, and then divide them up on a fifty-fifty basis. 
Both stores would then possibly have a fairly well- 
balanced sales force. 

In a few weeks we will be going into a new selling 
season. Profit is the pennant you are striving for. 

[TURN TO PAGE 34, PLEASE ] 





BOOT AND SHOE RECORDER, July 4, 1936 




















Inaugural window dis- 
play of women’s shoes 
used by J. Blach & Sons 
of Birmingham, Ala., in 
connection with the open- 
ing of this century-old 
firm’s fine new store. 





Wy. 


Special Events 


) as , 


Sixty-fifth anniversary display of high grade 
women’s footwear and accessories used by 
Kaufmann’s, Pittsburgh. Millinery, hosiery 
and gloves suggest the correct accessory en- 
semble for the shoes shown in the window. 
A simple but well balanced arrangement of 
merchandise and display units, combined to 
produce an unusually pleasing effect. 
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Tying in with the News Gives Your Displays Attention 


Value and Registers the Impression of an Alert, 


Up-to-the-Minute Organization 


MIODERN shoe stores should start with modern win- 
dows, for the public sees your shoes first through the 
windows. Your window displays afford customers the 
first cue, not only to the kind of merchandise you sell, 
but to the kind of merchant you are and the kind of 
business you operate. To make sure you will register 
the right sort of impression, that of an alert, progres- 
sive, up-to-date store, see to it that your windows are 
right—their design, backgrounds, fixtures and the man- 
ner in which the shoes are arranged. Do not under- 
estimate the importance of this first impression, which 
plays such ‘a tremendously important part in stamping 
the personality of your store on the minds of prospec- 
tive customers. 

This week we present a group of four shoe windows, 
each of which is interesting because it illustrates some 
important point in window display. Let’s first look at 
the display of cowboy boots by Desmond, Long Beach, 
Cal. This was a typical local event window, tied in 
with the Long Beach Rodeo, staged last May. Likewise 
it serves as an example of a type of window display 


An attractive display of men’s Sum- 
mer shoes designed by Clement 
Keiffer for the Kleinhans Co., men’s 
apparel store of Buffalo. Backgrounds 
showing correct costumes for sport 
and business wear suggest the use of 
the shoes and create an urge to buy. 


made to order for the Texas Centennial, which is being 
held this Summer, and for that reason it carries an idea 
that may prove useful and practical to many a shoe 
store. Note the effective backgrounds, worked out in 
bright colors, the rifles, lasso and other cowboy para- 
phernalia, all of which are sufficiently interesting to 
attract a lot of attention. Even if you do not devote the 
entire window to cowboy boots, as this store has, the 
idea represents an excellent tie-up for any store whose 
customers are likely to be interested in the centennial. 
Broadly speaking, this type of occasional or current 
events window represents one of the best ways of com- 
manding attention and stamping your store as a live, 
up-to-the-minute organization, assuming that the event 
is of real local or national interest and providing the 
display is planned and carried out in a creai‘able and 
effective manner. Windows of this character have a 
definite news interest and from a psychologic: stand- 
point convey the impression that a store is in step with 

the news. 
[TURN TO PAGE 36, PLEASE ] 


Desmond's of Long Beach, Calif., used 
this cowboy boot window to feature 
the rodeo held in that community last 
May. Here’s a display that’s right in 
line with the Texas centennial, too. 
Occasional windows like this, tied in 
with events of popular interest, stamp 
your store as an institution in step 
with the tempo of the times. 





FROM this day forth definitely we are in a period 
of diminishing returns in the way of “net profit” on 
standard business operations. Some concerns have 
sensed it for months past. But fact it remains that less 
net margin will be the reward for all businesses because 
of the increased burdens imposed on business by forces 
which cannot be changed by acts of business. Concern 
after concern reports increased sales for the first half 
of 1936 and yet the net-profit compares unfavorably 
with the returns of a year ago. Department stores 
showed so poor a net against huge sales totals that 
“blues” cover the executives in the face of traffic-filled 
stores. Good business management seems impotent 
against the forces of rising costs. 

Competition likewise necessitates greater values at 
lower or the same retail price levels. The public is 
getting much smarter in its purchasing ability—another 
point to remember. There may be more money in the 
land in the hands of consumers than a year ago but 
consumer costs and consumer wants have increased so 
that necessitous goods like shoes must battle for every 
dollar. 

Politicians are not making it any easier for business 
to show a net profit. Not only must the retailer serve 
as a merchant of goods but as a tax collector for local 
and state and national governments. The Democratic 
Party even puts in a plank in its platform saying: “We 
will act to secure to the consumer fair value, honest 
sales and a decreased spread between the prices he pays 
and the prices the producer receives.” That plank may 
have been written for the farmers’ benefit but it has its 
implication in the field of retailing. We will hear 
much more in the months and years to come of the 
margin between costs of shoes and their ultimate re- 
tail price. 

What’s to be done about it? That’s the question. 
Fortunately the retailer of shoes is in a much better 
position to justify the margin between cost and retail 
price than other merchants who deal in package goods. 
The retail shoe man can point to the economic fact 
that 160 pairs of shoes have got to be put on the shelves 
to make possible the sale of a single pair such as 
4 AAAA. But that’s not enough. The merchant has 
got to demonstrate over the fitting stool that the ser- 
vices he renders are worth the margin. So we say shoe 
men are in a better position to explain to consumer 
leagues and inquisitorial research organizations that 
store expense margins are justified. The public at 
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She Ebilors Oullook 


How to Solve the “Diminishing Profit Returns” 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


large is not so much concerned because if the fashion 
and the fit suit, the shoes are bought with great joy and 
satisfaction. Good fashion and good fit are worth 
every retail dollar and even more. Too often the twin 
satisfactions are not to be had through the accident of 
the wrong fashions on the shelves and the wrong sizes 
as well. More service justifies more margin and more 
money for goods. 

Many a merchant is discovering that low prices in 
shoes do not bring in sufficient dollars to give him a 
living and a profit for his capital and brains invested. 
We sensed that in the conventions this year. So many 
merchants were saying to themselves: “We have been 
giving the public what they want at the price they are 
willing to pay. If we are to be known as shoe men 
and salesmen, we have got to sell shoes at better prices 
so that the number of doilars we take in in our limited 
communities may give us a living and a reward for 
our work.” 

The factor of salesmanship, so long ignored in shoe 
selling, is now returning for it takes more ability to 
sell a better article at a better price. It was easier to 
follow the lines of lesser resistance by making the 
price fit the public mind. 

So we sense in many cases the return of interest 
on the part of merchants in grading up their shoes and 
service to make their gross store income higher. If 
salesmanship has made (and we use the word “made” 
advisedly), the public buy more automobiles, more 
radios and more refrigerators at unit costs many many 
times the price of shoes, then perhaps some of the 
same persuasive magic can be used in the sale of shoes. 

We only wish that it were possible to temper the in- 
dividualism of our shoe trade with some degree of 
cooperative promotional effort. We must not confine 
our salesmanship to efforts spent by individual shoe- 
men on shoes alone. We must concern ourselves with 
the general philosophy of the use of the goods. When 
industries fight industries for the public dollar they 
must unite on the subject of the greater use of the 
goods—and that can be done so easily in shoes that 
it is obvious that it is the next thing to be done. Fight 
diminishing returns on standard goods with great “de- 
sire for shoes in fashion and in service”—fitting is 
still an unfinished art. 
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LONG LIFE. 


merica’s 


yy" yourself know that — rmScting sa. 
economy in shoes is measured not 
by low price but largely by the life of 
the sole. 

Explain that to your customers. Tell 
them that the extra wear built into the 
Goodyear Wingfoot Soles on the shoes 
you sell spells true economy. Because 
no sole ever built will outwear a 


Goodyear Wingfoot! 


These easy-walking, sure-footed, water- 
proof, long-wear soles will help you hold 


old customers and gain new ones. 


W N t F 0 0 T MORE PEOPLE WALK ON GOODYEAR WINGFOOT 
SOLES AND HEELS THAN ON ANY OTHER KIND 
SOLES "HEELS , 


When writing advertisers please mention Boot and Shoe Recorder 








[ = 
A Leauty Recipe FORF! 
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FROM SALUAGE SHOE COMPAHY 


The model on the left is made of Evanette trimmed with patent; the model 


on the right made of Evanette nicely trimmed with braid. Both shoes are being 


sold in large volume by Salvage Shoe Company, Manchester, New Hampshire. 


Evanette transforms good shoes into fine shoes. It all sounds simple. And 
simple it is! For this leather is tanned superbly and the colors — blue, green, 
red, brown, gray, black — are exactly the colors named by leading stylists 
for Fall. You know, of course, that Evanette, like Evans Kid, is a standard 
by which all leather is judged. Why not write this recipe for fine shoes on 


your next order: ‘Use Evanette.” John R. Evans & Company, Camden, N. J. 
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ABOUT TOES 


PARIS TALKS 


Designers View their Future Variously, with 
Discussion Centering around Fate of Square 
Toe Last—Low Heels and Walied Lasts Win 


Inereasing Favor for Fall 


IN the Paris area of shoe fashions, some designers are 
writing finis against square toes, while others are chalk- 
ing up 80 per cent as the present strength of the 
“squares” and not conceding even the prospects of less. 

The theory of one is interesting, that square toes 
have come to stay just as short hair for women has 
come and conquered. Considered as a passing fad in 
the beginning, square toes, like short hair, will endure 
and, more, dominate. That at least is the theory. 

Those who do not hold so strictly, or even at all, to 
square toes, believe firmly that low heels will extend 
their influence in Fall footwear. It is noticeable now 
that more “dressy” models approaching afternoon 
types, are featured with low heels. 

The walled last is also strengthening its position. In 
some quarters, it is being emphasized by carrying the 
top piece or “roof” as it might as well be called, down 
over the toe.to the sole. The idea is illustrated in the 
Bentivegna model! sketched. When this top section is 


ONE OF GEORGETTE’S HIGH-THROAT MODELS, 
IN BROWN KID WITH “BUTTERFLY” MOTIF 
COMBINATION BEIGE KID WITH BROWN. A 
BEIGE PIPING ACCENTS THE FRONT SEAM. 


featured in contrasting color, as is often the case, the 
design is striking, and the squaring of the toe directly 
emphasized. 

Not a bottier in Paris but glorifies patent leather as 
a trimming. Advance Fall models combine patent 
leather with antelope, stressing black. Netch & Frater 
go so far as to show what is practically a patent leather 


WALKING SHOE IN BROWN ZEBU, FEATURING 

THE WALLED LAST AND A MOCCASIN DETAIL 

THAT EXTENDS DOWN OVER THE SQUARE 

TOE TO THE SOLE. NOTE THE MEDIUM HIGH, 

SQUARE LEATHER HEEL, AND PUNCH WORK 

AND SAWTOOTH TRIMMING. A MODEL FROM 
BENTIVEGNA. 


AFTERNOON PUMP DESIGNED BY ENZEL IN 

BLACK ANTELOPE WITH STITCHED APPLI- 

QUES OF BLACK PATENT LEATHER. THE 

APPLIQUES CROSS AS SHOWN TO OUTLINE 
THE TALL TONGUE PIECE. 


shoe with antelope trimming. This model has an ankle 
strap in the patent with a butterfly wing to finish each 
strap end. The wings lock to make the fastening. This 
fancy shoe, please observe, has a low heel. 

In the Enzel model sketched, a characteristic patent 
trim is illustrated, also the possibility of turning out a 
shoe without introducing color, something rare these 
days. In several other new Enzel models, the patent 
appliques are stitched in multi-color, fan stitching, for 
instance, for the toe and stitched wheel motifs to form 
the fastening with a thong of colored kid connecting 
them. Wheel shaped trimming motifs are becoming 
more pronounced, various colors sometimes overlaid 
and the edges of all pinked or saw-toothed. 

The high-front cut in shoes is making progress in 

[TURN TO PAGE 34, PLEASE] 
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AT JACKS HOME 



























































HUNT-RANKIN LEATHER COMPANY Velvetta Suede Calf will not Crock or Smudge 
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THAT'S WRONG. THE 
BIGGEST PIPE ORGAN 
IS IN SALT LAKE CITY... 

OR IS IT...? 


JACK, THIS BOOK 

SAYS THE WORLD'S 

BIGGEST PIPE ORGAN 
IS IN EUROPE 






































ATLANTIC CITY, N. J., 32,706 PIPES 
(World’s largest organ) 








PHILADELPHIA, PA., 30,000 PIPES 
(World’s next largest organ) 


But it’s no puzzle to name the world’ S. 


w™ a weekly circulation of nearly 6,000,000 

. double that of any other magazine... The 

Ww. Weekly digs right into the richest buying 
areas and produces a steady sales volume that yields 
top speed and profits for the every-day necessities 
and luxuries of life you retailers expect to move fast. 
68% of all families live in the 624 counties where 
The American Weekly concentrates. In these counties, 
81% of all retail sales are 
made. In them are located 
all of the nation’s cities of 
10,000 population and 
over, in most of which The 
American Weekly goes 
into from 1 out of 5 to 
1 out of every 2 homes. 


This is the twice-as-big 


THE 


Greatest 
Circulation 
in the World 


AMERICAN 
WEEKLY 


aneh. 





NEARLY NEAREST 
6,000,000 COMPETITOR 
CIRCULATION CIRCULATION 


circulation support that manufacturers who advertise 
in The American Weekly use to multiply your sales. 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the 17 great Hearst 
Sunday Newspapers. In 627 of America’s 995 towns 
and cities of 10,000 population and over, The Ameri- 
can Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than 

one out of every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% 


. . and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 


‘The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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HOUSEKEEPER 
in the House of INDUSTRY 


At Headquarters of the National 


Boot and Shoe Manufacturers As- 


sociation We Find Miss Ruth S. 


Freeman at Her Best. 


An Interview by ELENOR GERRY 


WVOMEN play an increasingly im- 
portant part in the shoe industry. Stylists have been 
with us for more than a decade. Women proprietors 
and buyers are prominent in the retail shoe field. The 
shoe industry itself is appreciative of the fact that 
talent for detail is possessed by a young lady who has 
progressed along the line until she is today the secre- 
tary of the National Boot and Shoe Manufacturers As- 
sociation. Because in her work she contacts so many 
shoe men, through the confidential monthly bulletin of 
the N. B. & S. M. A. (which occasionally runs to thirty 
or forty pages of technical and editorial matter) her 
story and her opinions are of real trade interest. 

The association represents 85% of the pair produc- 
tion and dollar volume of shoes made in the United 
States. Editor’s Note 


*6AS you can see, my job is largely one of detail,” 
said Miss Ruth Freeman to a Boot AND SHOE RECORDER 
reporter who had requested an interview. “And much 
has been said, often disparagingly, about detail. It 
seems to me that almost every job is essentially built 
on detailed knowledge of facts and such knowledge can 
be secured only by thoroughly mastering detail. I 
think that women are especially good at detail; but 
the real accomplishment is to manage and control the 
detail. When detail manages the individual, then truly 
is produced the ‘detail man.’ When detail is managed 
and controlled, properly taken care of, and put into 
its proper place in the scheme of things, that’s where 
the executive comes in. 

“It seems to me that most of the outstandingly suc- 
cessful men whom I have known have prided them- 


RUTH FREEMAN 


selves on their knowledge of detail. I recall one man 
in particular, the head of a successful business em- 
ploying five or six thousand people, who said that his 
job consisted almost entirely of taking care of the de- 
tails that others couldn’t or wouldn’t do. ‘Detail!’ he 
ence exclaimed, in reply to a somewhat disgruntled re- 
mark from an employee about so much detail; ‘I’m a 
good detail man. But I manage the detail. It doesn’t 
worry or manage me.’ ” 

Miss Freeman is a graduate of Smith College, and 
has studied Patent Law at Columbia University. When 
asked about her job, and how a woman happened to be 
selected to fill it, she smiled and said, “I wasn’t se- 
lected. I was there. I had done every job in the office 
including filing, stenography and bookkeeping, and 
had been carrying on some of the correspondence; so 
it just seemed to be an economy for me to take on 
more work. The reason I have so much to say about 
detail is that in employing young men and women, 
especially when they are fresh from college, most of 
them disqualify themselves by their attitude toward 
anything that seems like work. There are of course 
notable exceptions who are interested in work, in the 
real sense of the word; and they make good. But most 
of them expect to begin in some sort of executive posi- 
tion and talk a great deal about ‘having charge,’ 
‘authority,’ ‘supervision,’ etc.” 

In talking about young women in business, Miss 
Freeman said: “I believe that any successful business 
woman will confirm my advice to any woman in busi- 
ness, to forget that she is a woman, and concentrate 
on the job. By so doing, men will accept women on 
the basis of their production. I think that if more 
women would regard their work on the basis of ac- 

[TURN TO PAGE 40, PLEASE | 
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LIKE WALKING ON VELVET 
The VELVET STEP feature brings to fashionable 


feet a walking comfort that is so pleasant and so 


ts 
"My 


Vomy 


scientifically correct that it is actually invigorating. 


Those women who have thoroughly tested this re- 
markable feature, noticeably take on a natural, per- 
fectly balanced, youthful stride. They tell us it’s 


like walking on velvet. 


Frankly, VELVET STEP is decidedly the feature 
every merchant and every woman has wanted for 
years. 

Fashion Girl shoes with the Velvet Step feature are now 
being introduced by our salesmen in a complete, well- 
balanced line, beautifully styled in every desirable leather, 
color and last . . . priced to retail at $5 with better 
than 40% mark up. Backed by advertising and an inter- 
esting dealer promotion set-up. Write us now regarding 


an exclusive franchise for your community. 


IMAZING INVENTION BRINGS WALKING 
OMFORT TO HIGH HEEL SHOES ¢ ° 


The VELVET STEP resilient pad 
locks the heel in place, prevents the 
foot from slipping forward with each 
step, supports the longitudinal arch 
and massages the metatarsals. Also 
allows perfect freedom of toes and con- 
trols the distribution of body weight; 
insures normal blood circulation in 
the feet and legs thus reducing fatigue. 


locks 
the heel 


: BRANCH OF INTERNATIONAL SHOE CO 
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You've Got To Display Hosiery 
In Order To Sell It! 


—And there’s only one really modern way of displaying hosiery, and 
odelled 
Forms show women exactly how hosiery will look when worn. 

The new colors and shades which are proving so popular this summer 
lose their attractiveness and novelty if they are shown from a box, but 
treed on Fairy Forms every feature of design, color and weave imme- 
diately becomes apparent and the hosiery has a definite sales appeal. 


Fairy Forms are real sales-builders for any and every hosiery de- 


that is by using Fairy Forms. 


partment. 


Order them today! 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton 
England 


Melbourne, Australia 


You'll find the resulting business most profitable. 


Paris 
France 


from the human leg, Fairy 


Frankfort 
Germany 
Mexico City, Mexico 











At Your Finger Tips 


[CONTINUED FROM PAGE 15] 


“Your advertising, too?” 

“That reminds me,” said Mr. Stone- 
bridge. “You said I was the best adver- 
tising shoe merchant in the country. 
That I spent more money, kept my 
name before the public as no one else 
could do, that my publicity was the best 
stroke of genius I had to my credit. 
Listen. I’m past sixty, but I’ve still got 
a mouthful of good teeth, and I’m not 
a dentist. And I never told my dentist 
what to do to keep my teeth solid, 
either. I merely found a fellow who 
kept other people’s teeth in good condi- 
tion and then paid him a decent fee to 
take care of mine. The same thing is 
true about Stonebridge’s Shoes, Inc., ad- 
vertising. I don’t tell the advertising 
manager how to advertise. But some- 
times, I admit, I scratch my head and 
the advertising manager has to sell me 
all over again.” 

“You leave the details to—” 

“Details! You said that I paid re- 
ligious attention to details. I suppose 
your magazine would want to say that 
I keep every part of the business at my 
finger-tips, and you’d want a photo- 
graph of this book to prove it. Well, 
you can leave that out, too. Tell your 
editor, instead, that I have very little 
idea what is going on. Practically 
nothing!” 


“But it’s all in the book on your 
desk,” protested the young man. 

“Of course it is,” said Mr. Stone- 
bridge, “and it’s all very interesting 
reading— brings up a lot of questions 
and ideas and all that. But no one 
could honestly say he could understand 
all the details of a business. And if 
he could understand them his mind 
would be so full of a mess of little 
things that the big policies would get 
no attention at all.” 

“106 a. 

“In fact,” said Mr. Stonebridge, 
“your interview is a complete failure. 
But not on your account,” he hastened 
to add. “Not at all. The fault is mine. 
You are in the wrong store. You should 
pick out some other city, some place 
where there is a really outstanding 
figure who runs a shoe business scien- 
tifically and has all the latest ideas. 
Ours is different.” 

“T see it is,” said the young man. 

“We really have only two things here 
which we try to do well,” said Mr. 
Stonebridge, in summary of his apology. 

“Maybe I could mention them.” 

“They’re hardly worth while. I’m 
fond of them, that’s all, or I shouldn’t 
have spoken of them.” 

The young man picked up his pencil. 

“First,” said Mr. Stonebridge, 


struggling to put into one word the 
policy of a lifetime, “we spend a great 
deal of time finding just the right man 
for the right position. And then we 
give him a pretty free hand. We don’t 
want to teach him our way of doing 
things. We want to have him bring 
into our business his own good ideas. 
We want to profit by what he knows 
and by the ability he brings with him.” 

The young man was not greatly im- 
pressed, but he made a show of writing 
down a note. 

“Second,” said Mr. Stonebridge, pres- 
ident of Stonebridge’s Shoes, Inc., said 
to be leaders in their field, “we spend a 
lot of effort trying to find out what our 
customers are going to ask for. And 
then we get it for them, in good 
quality.” 

Then he drummed his fingers absent- 
mindedly on the book which had a pic- 
ture of a great hand on its cover. It 
was a gesture born entirely of habit. 
“As for having this business at our 
finger-tips,” he added, scratching his 
head with his right hand, “I don’t know 


as we’re very modern in that.” 


Brody Comfort Shoe to Move 


NEWARK, N. J.—The A. S. Brody 
Comfort Shoe Company, for 23 years 
at 394 Springfield Avenue, has leased 
the building formerly occupied by the 
Rothstein Department store at 419 
Springfield Avenue. 
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Four Traffic Rules for 
Hosiery Colors 
[CONTINUED FROM PAGE 17] 


are so safe and women who aren’t par- 
ticularly fashion conscious will always 
predominate. 

But, if you promote these safe colors, 
you are missing possibilities for extra 
business. 

There is no reason why every woman 
shouldn’t have three colors at least in 
her daytime hosiery wardrobe—one of 
the coppers, one of the browns, one of 
the neutrals. 

Suggest the coppers for black and 
navy in the early season. Suggest the 
browns for browns, greens, rusts, reds 
and black coats with brown furs. And 
the “go-with-everything nuetral” will 
take care of itself. 


Fall Hosiery Card 


Released 


New YorK—The regular edition of 
the 19386 Fall Hosiery Card has been 
released to members of the Textile 
Color Card Association, it was an- 
nounced today. This card, which por- 
trays ten colors, is issued by the color 
organization in cooperation with the 
National Association of Hosiery Manu- 
facturers. 

Following the format of last season, 
the colors are shown on flesh-colored 
horizontal tabs having three layers of 
silk hosiery material. For merchandis- 
ing purposes, a description and full co- 
ordination notes are printed below each 
color, indicating the proper tie-up of the 
hosiery shades with the outstanding 
new color movements in Fall costumes 
and shoes. 

As previously announced when the 
confidential advance hosiery card was 
issued several weeks ago, the ten Fall 
hosiery colors are: burnt ochre, burnt 
copper, leather tan, cinnamon brown, 
café clair, tailleur brown, debonair, 
jaunty, saunter, smoketone. 


Children Manaae Store for Day 


SEATTLE, WASH.—The Tenth Annual 
Junior Managers’ Day was staged this 
June by Rhodes Department Store, a 
major shoe outlet of this city. More 
than 80 school children were given 
posts of command in the shoe and other 
departments, and showed great ability, 
from the ten-year-old general manager 
down. 

Turning over the store to the kiddies, 
Carl B. Williams, the real general man- 
ager, believes, gives them valuable ex- 
perience with the problems of business, 
and store management. The smart kid- 
dies, viewed in action at the store by 
relatives and friends, were selected 
through cooperation of the Parent- 
‘Yeacher Associations. During the past 
decade Rhodes has given this unique 
store management opportunity to 540 
school children of Seattle. 





News Flash 
For Hosiery Buyers 


«THERE’S A RUNNER-UP 





MY NAME IS RUNAWAY 
1 SIMPLY CANNOT RUN 


/ 


— = 





IS WON'T RUN 
AND MY NAME ¢:; 
IS MY FORTUNE. 


§ il 


a 
AND HERES THE NEW ARRIVAL 


HERE they are, ambassadors of profit and prestige. 
RUNAWAY, the stocking that Simply CANNOT Run—and the 
new runner-up to RUNAWAY... WON’T RUN, its name is 
its fortune and it means what it says. Like its brother, it Sim- 
ply CANNOT Run; and miracle of retailing miracles, it’s a 
profitable item to retail at 

81.00 


Both are genuine, perfected run-proof stockings and 
there is a place for both in every hosiery department in every 


shoe store in America. 
RUNAWAY—a three-thread high style stocking for your 


exclusive 
1.35 Trade 
and WON’T RUN—a new four-thread stocking for your 
thrifty 
$1.00 Customers 


Make a double play with WON’T RUN and RUNAWAY. 
Put these two ambassadors to work for you. A letter or 
wire will bring them with their complete promotion plans 


Schuylkill 
Mills. Ine. 


New York, Empire State Bldg. 


Valley 


Spring City, Pa. 





BARBOUR 


ADDS STYLE APPEAL 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 


BOOT 


From the line of 
A. FREEDMAN & SONS 


DRESSWELT 





Quality Hosiery Sales 
Up 50 Per Cent 


NEW ORLEANS, LA.—Shoe merchants 
of the Mid-South are laying in their 
hoseriy and are demanding better qual- 
ity merchandise. The Mid-South has 
definitely started to fill its merchandise 
needs. Sales on better merchandise so 
far this year have increased 50 per 
cent over the same period of last year. 
A great deal of cheaper merchandise, 
however, is still being sold. But the 
sale of better goods is increasing rapid- 
ly and cheaper goods remain at about 
the same level as last year. Naturally 
the sale of better merchandise on the 
upward trend proves a good criterion 
that conditions are improving. Fall 
colors and styles in men’s, women’s and 
children’s hosiery have changed consid- 
erably over last year’s styles. 

Ladies’ mesh and lace hose are in- 
creasing steadily in sales, and the 
deeper tones such as Biltmore Blue, 
Pinehurst Green, and Wine colored 
hose, are believed to be greatly in de- 
mand by Fall. Prevailing styles in 
children’s socks and anklets show a 
definite trend toward Royal Blue, Navy, 
Dubonnet, and Cordovan in solid colors, 
stripes, and plaids for Fall. In men’s 
socks more conservative patterns such 
as clocks and wrapped patterns will be 
in demand in English ribbed construc- 
tion. English ribs will be very popu- 
lar and with the new ribbed elastic top 
should improve sales considerably in 
better merchandise. 
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Ladies’ knee-length hose in mesh and 
sheer chiffon quality are still in great 
demand. Business thus far this year 
has surpassed the expectations of the 
merchants and from all indications shoe 
dealers should enjoy a substantial in- 
crease in Fall volume. 


To Commemorate Shoe 


Centennial 


MARLBORO, Mass.—John E. Rice, 
president of the Chamber of Commerce, 
has named a committee of six to make 
arrangements for the observance of the 
100th anniversary of shoe manufactur- 
ing in this city. The committee will 
meet with a committee recently named 
by Mayor Charles A. Lyons for the 
same purpose to make the plans. 

Members of the committee named by 
President Rice are J. J. Bradley, George 
C. Clarke, John Bigelow, Christian An- 
derson, William H. Finn, Jr., and Hec- 
tor E. Moineau. 

The committee will invite the heads 
of all organizations in the city to par- 
ticipate in making the plans. 


Roth New H. & S. Manager 


NEW KENSINGTON, Pa. — Leonard 
Roth, with 15 years’ experience in the 
shoe business in East Liberty, Pitts- 
burgh suburb, has been made man- 
ager of the H. & S. shoes store at Ninth 
Street. The stores bearing that name 
in this district are owned by Harry 
Schwartz of Tarentum. 
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Balance Youth With 


Experience 
[CONTINUED FROM PAGE 19] 


Is your team well-balanced? Better 
check up on Bill. You may need him. 
Out of the years of selling he has 
gathered a canny knowledge of ads 
and advertising, of sales and service, 
of people and personalities, of feet and 
footwear that should make him a bal- 
ance wheel for the selling machine 
you are trying to perfect. Yes, a few 
old, hard-bitten, top-sergeant type of 
salesmen will help you strike a bal- 
ance, and after all, balance is the 
thing you need in a selling force. 


Paris Talks About Toes 
[CONTINUED FROM PAGE 26] 


Paris. Georgette carries it out to the 
nth degree, as shown in the model 
sketched from this house. For prac- 
tical purposes this shoe has an elastic 
arrangement under the butterfly orna- 
ment. Netch & Frater run two points 
up very high over the instep, joining 
them lower down with a three-eyelet 
lacing. 

This high point shoe of theirs is made 
in brown antelope and piped with Bor- 
deaux red kid. The combination ap- 
pears excellent for Fall, especially as 
the piping is very narrow and the treat- 
ment the ultra in refinement. 

Sports shoes follow along lines simi- 
lar to the Bentivegna model but with 
classic low heel. Perforations and saw- 
tooth edging continue to be the main- 
stay in decoration. It is interesting to 
note that this simple form of trimming, 
which appears already gravely over- 
worked, is making a fresh start in 
afternoon shoes. The end is not yet. 

The evening demand now is for metal 
kids, especially gold, followed by crepe 
de chine and satin. In the Patou mid- 
season collection, toeless, also stocking- 
less, gold sandals were featured with 
formal evening dress. Chanel matched 
her evening shoes to the dresses. For 
a print dress were white kid sandals 
trimmed with print motifs. The same 
idea was carried out for a pink lace 
frock, and slippers made entirely of 
cashmere print matched another eve- 
ning model. 


Popular Priced Whites 
Most Active 


SAN FRANCISCO, CALiF.—Recent fig- 
ures reviewed by local buyers show that 
San Francisco women are buying more 
white shoes this season than in former 


years. While this was never con- 
sidered a good white shoe town, it has 
gradually improved the past few years. 
These figures show that 34 per cent of 
this season’s sales may be classed as 
expensive white shoes, while 45 per 
cent of lesser priced grades, that is, 
under $8.50 were either all white or 
“white and.” 





BOOT AND SHOE RECORDER, July 4, 1936 


Shoes by M. A. 
Packard Company 
to retail at $8.50. 
In tan and_ black. 


Be, 


CRESCO CALF 
wt you find 2 WKTER-RESISTING 
LEATHER THAT SHINES = 


CRESCO Calf is a custom-made leather . . . from the finest calf- 
skins . . . tanned and specially treated . . . then carefully selected 
to make the husky type of shoe which men demand for fall and 
winter weather. 


Important, too, is the fact that CRESCO takes a beautiful shine, 
that it looks dressy on or off the street . .. on “Park Avenues” or 
in the busy executive’s office. 

Leading manufacturers carry shoes of CRESCO Calf 


“in stock.” Ask your manufacturer. CRESCO Calf 
comes in tan, maple, brown, wine and black. 


In stock shoes by 
French, Shriner 
and Urner to re- 
tail at $12.50. Tan 
and black. 


CoO kK COMPANY, SOUTH STREET, BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
















































































From the line of 
STONE-TARLOW CO. 


BARBOUR DRESSWELT RESISTS WATER 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 








Windows for Special Events 


[CONTINUED FROM PAGE 29] 


The Buffalonian window was a Sum- 
mer display of men’s shoes, devoted 
chiefly to sport types but including all 
sorts of Summer shoes. This window 
was designed by Clement Kieffer, dis- 
play manager for the Kleinhans Co., of 
Buffalo, who is well known in the dis- 
play world and has won several na- 
tional awards for displays which he 
has created. The Buffalonian name is a 
private store brand of men’s shoes re- 
tailing at $5. 

Fashion figures in the background of 
this window suggest the Summer at- 
mosphere and also the use of the shoes. 
“Buffalonian shoes for the Coolest Men 
in Town” was the caption used in the 
center background panel. “About 
everything that could possibly be called 
for in leathers . . . Keenly styled for 
smart, cool, comfortable grooming un- 
der the sun.” And the showcard in the 
center foreground is lettered with the 
catch phrase, “At the bottom of your 
outfit they’re the top!” Clever inclined 
display stands with a back panel carry- 
ing a sport scene, and the decorative use 
of ropes and anchors, are touches that 
add to the distinction and attractive- 
ness of this seasonable display. 

The Kaufmann’s sixty-fifth anniver- 
sary window is a pleasing example of 
an artistic display of shoes, millinery 


and accessories. A well balanced ar- 
rangement of units against a silken 
background with colorful, floral design 
just about sums up the story of this 
window; there is nothing complicated, 
extraordinary or difficult about it; 
nevertheless the net result is very ef- 
fective. 

The large photograph shows one of 
the opening shoe windows used by J. 
Blach & Sons of Birmingham, Ala., to 
inaugurate their fine new store heralded 
as “The Store of Tomorrow.” As the 
photograph shows, the windows are 
modernistic in treatment, with paneled 
backgrounds of light wood, trimmed 
with dark mouldings. Both the built-up 
plateau and the figure display stands 
are as artistic as they are unusual. This 
window shows what attractive results 
may be had from the careful treatment 
of a relatively small area and demon- 
strates how a few pairs of shoes may 
be highlighted to produce a display that 
speaks the languages of quality and 
fashion. 


Sale Windows in July 


With the Fourth of July milestone 
past, sale windows will undoubtedly 
dominate the retail scene during the 
next month or six weeks. Merchants 
and display men who have been striv- 
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ing to the utmost ever since before 
Easter to produce windows with a real 
selling punch should endeavor now to 
avoid as far as possible the traditional 
mid-Summer let-down. When clearance 
time comes, there is a tendency to con- 
sider the real selling season about over, 
and devote the time until mid-August 
to cleaning up the odds and ends and 
planning for the Fall season ahead. All 
of which is logical enough, if it doesn’t 
mean that worth while sales and profit 
possibilities are overlooked in the mean- 
time. 

When a sale is in progress, the ten- 
dency is to rely rather too much on 
the price appeal and assume that just 
because we happen to be offering ex- 
ceptional values, the public will be will- 
ing and eager to buy what we have to 
offer. The fact of the matter is, of 
course, that relatively few people buy 
things merely because they are cheap. 
That’s where the great fallacy of price 
promotion lies, in the failure to recog- 
nize that customers only buy merchan- 
dise they need or want. The reason 
why stores have clearance sales at cer- 
tain times of the year is because they 
feel they have in their stocks certain 
accumulations of merchandise that are 
either undesirable in the eyes of the 
customer or likely soon to become so. 
And the mere fact of advertising a re- 
duced price does not make the merchan- 
dise any more desirable. 


Punch in Clearance Promotion 


Therefore there is all the more rea- 
son at clearance time to reinforce the 
price appeal with a convincing selling 
argument, and such an argument can 
usually be found. It is possible to point 
out, for example, that certain lines of 
shoes that will shortly become unsea- 
sonable, like Summer sport shoes and 
sandals, are just the thing for vacation 
season and that the clearance price 
makes them a real buy. Show their 
uses in attractive vacation windows; 
use travel folders, seaside and vacation 
resort pictures, traveling bags and 
steamship or railway posters to suggest 
the vacation idea. Say as much as you 
like about the price of the shoes and 
emphasize the fact that they are excep- 
tional values. But build your clearance 
windows around the idea of use, plus 
value, or style and price not on just 
price alone. 

The trend in recent clearance sea- 
sons has been to plan more attractive 
windows with real style appeal, instead 
of tossing the shoes in every which way. 
and depending on big bold price cards 
to do the selling. This trend is logical 
and constructive, for now that people 
have become so thoroughly style con- 
scious, they are as much interested in 
the fashion points of shoes in clear- 
ance season as at any other time of 
year. If it’s worth while to hold a 
clearance sale, then it’s worth while to 
devote to it the added effort that will 
put it over in a successful and profit- 
able way. Good window displays, 
backed up with good advertising, can 
accomplish this thoroughly worth while 
objective. 
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ARRABUK DEALERS SAY: 
“Not a single pair 
carry-over last season” 
“Real fast sellers — 


smart in style, fair in price and 


plenty of profit” 


“I’ve never had a complaint on 


the wear of Arrabuk yet” 





wae ei ase 
ess 


ere Ws ie, 
‘ es 





Style—quality — popular price! Those are 
your customers’ demands. You can meet 
them—and maintain your full margin of 
profit, even at a $2.00 retail price, if you 
specify Arrabuk. 

Arrabuk is an exclusive, patented* upper 
material—not a substitute. Deep 

black and brown Arrabuk will 

lead the style parade this fall. 








DON’T GIVE UP YOUR PROFIT! 


specrY ACV UD YU, hems FALL! 


*U. S. PAT. NO, 1,408,071 CANADIAN PAT. NO, 294,316 BRITISH PAT. NO, 319,261 


MANUFACTURERS SAY: 
i “Arrabuk is ideal — 


—— 


cuts with less waste”’ 


“The uniformity of 
Arrabuk makes fine quality 


shoes at a decidedly lower price” 


“Arrabuk is easily handled — it 


seems to bring in the repeat orders” 











Inquiries to ARROW PRODUCTS, WATERTOWN, MASS., will receive prompt attention 





When writing advertisers please mention Boot and Shoe Recorder 














THE TICKET 
FaUNEDY (Oy a0 a 0D 
Oe 


Modernistic green and 
coral flower on pale green 


board. 




















CARD HOLDERS 
Oval base—burnished gold— 


three-color trim. These modern- 
istic holders take any size card, 
end harmonize with the finest 
window display fixtures. 

Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular. denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cure for Price Tickets—Adjustable— 


for Price Tickets Tilt at any angle. 





Vy gross 


WR cc iio eedae eae J 1 
Polly Shoe Holder f 


To display arch, branded, and [RCORDEP 
fibre-sole shoes. Always re- 
mains in upright position. sesseaaea 


Yo dozen ............. $1.65 
| dozen .............. $3.00 





Recorder Stock Record 
Tickets 


for shoe cartons. Cyclone clips 
included: 
OLDER, i000. g2aes«| Sweeeeee 


























Pat. Pending 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
omen apeeee Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. : 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 





SERVICE | MONTHLY HOLDERS TICKETS 





Ne. | $5.00 100 





Ne. 2 4.00 100 











Ne. 4 




















| OR Se Gd bh Op Op Se 
INCREASED BUSINESS 


(Mail Couper ow! 
8c 























“Dp”: White 
board, green 
and gold—yel- 
low design. 

“os Same 
style, yellow 
board, greea 
and deep coral 


design. 


“R”: Pale yel- 
low board. De- 
sign in me- 
dium blue. 


“Q”: White “Pp”: White 
board; design board. Design 
in two shades in turquoise 
of green. blue and rose. 


Size: I!” x 23g”—Prices on opposite page. 
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Oe a wo meme omnes mmcess ees 


(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SERVICE 


CARD 


SHOW 


We sell Men’s, Women’s, Chidren’s Shoes and Women’s Hosiery. 
lines not carried.) 


ANNUAL 
. per year, payable 
per month. For 


For this service we will pay 
$ 


MERCHANTS 


STORE NAME 


° . 3s: 
or include exchange. 
for 


If for any unforeseen reason 


Checks 
we wish to discontinue ser- 


subscribers 


additional 


each month’s service deliv- 
card holders. 


foreign 
we agree to pay $1.00 


cash in advance, full year’s 

service, 5% discount. 

must be drawn 

banks, 

vice before expiration of or- 
month 

ered, and agree to return the 


from 
der, 
per 


SERVICE DEPARTMENT 


BOOT & SHOE 
CCA dey 


209 S:STATE ST: 


CHICAGO:ILL: 


Check, with order, please, unless C.0.D. preferred 


our order for 


the Recorder ‘Selling Mes- 


Please enter 


service), 
each month, 
IMPRINTED 


--, consisting of 
at 35¢ per fifty, 


beginning with JUNE, 
month’s 


continuing monthly for one 
. card holders (with 


for Card Service 
first 


sages,” 

year, 

the 

blank tickets 
TICKETS, 


additional. 

















































































BARBOUR DRESSWELT 
RETAINS THE SHAPE OF THE SHOE 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 
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Housekeeper in the House of Industry 


[CONTINUED FROM PAGE 30] 


complishment, provided of course that 
they want to succeed in business, their 
progress would be certain, and the so- 
called ‘handicap of being a woman’ 
would be largely overcome. 

“Another thing that seems to me to 
be important is the way a woman 
dresses in business. It seems that many 
young girls spend so much time and 
effort dolling themselves up, that by 
continually calling attention to them- 
selves and the fact that they are women, 
they defeat the very purpose of having 
men accept them on a business basis. 
Of course a woman should dress becom- 
ingly, and wear as good clothes as she 
can afford. Hair, hands, teeth, and 
everything about her person should be 
immaculate. But I think that one of 
the secrets of a well-dressed business 
woman is to have others think that she 
dresses well, but not remember what 
she wore. The men with whom I come 
in contact are successful business men 
—most of them heads of outstanding 
companies; and in their business deal- 
ings they are primarily interested in 
business.” 

In speaking more directly of her 
work with the National Boot and Shoe 
Manufacturers Association, Miss Free- 
man mentioned the operation of the As- 
sociation’s Exchange Information Ser- 
vice, which she described as a new and 


successful technique in trade associa- 
tion work. 

“Formerly, members received much 
benefit from our annual conventions 
and round table discussions; but in- 
creasing demands on their time make 
it difficult for members to attend meet- 
ings so often as in the early days of 
our association work. In solving this 
problem, we have found that informa- 
tion is exchanged more freely through 
our Bulletins because of our strict ob- 
servance in keeping confidential the 
sources of information, and because of 
the time saved by our members. Mem- 
bers can quickly look over all the items 
in our Bulletin and exchange informa- 
tion only on subjects in which they are 
interested. In this way they secure the 
benefits of round table discussions, and 
they exchange opinions and experiences 
among themselves more conveniently 
than at set meetings, without listening 
to, or participating in, discussions in 
which they are not especially interested. 

“As our members themselves select 
the subjects on which information is 
exchanged, the practical value of our 
Exchange Information Service is as- 
sured; and the information secured is 
determined by the definite need of our 
members and is based on the actual 
practices of successful shoe manufac- 
turers. 
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“The unselfish devotion of our officers 

and directors to the welfare of the in- 
dustry, and their guidance during the 
past few trying years, is largely respon- 
sible for the high standing of the shoe 
industry as compared with many other 
industries. The boot and shoe manufac- 
turing industry, employing on the aver- 
age about 200,000 people and doing a 
gross volume of business of five hun- 
dred million to a billion dollars annual- 
ly, was one of the first major industries 
to take official action to continue mini- 
mum wages, maximum hours and child 
labor regulations under which the in- 
dustry had been operating. 

“But the biggest satisfaction of my 
job,” continued Miss Freeman, “aside 
from liking my work, and the pleasure 
of being connected with a high grade 
industry that can maintain decent 
wages and hour standards without 
compulsion, is the opportunity which I 
have of association with men of the type 
who comprise our officers and directors 
—men who stand for high principles in 
the conduct of their own businesses, as 
well as in our industry; and who con- 
tribute their joint efforts in the formu- 
lation of broad policies to the benefit of 
the entire industry.” 

Miss Freeman takes great pride in 
showing the association offices in the 
Chrysler Building and in introducing 
the other members of the staff. Miss 
Freeman’s own private office is strate- 
gically placed so that from her desk she 
can see everyone who enters the general 
office as they walk up to the telephone 
switchboard to make inquiries or ask 
to see anyone in the office. 

“We are a service organization,” she 
explained, “and I want to see that any- 
one who comes in is properly taken care 
of. Especially in the case of our mem- 
bers. When any of them from other 
cities come in to see us, I wish to see 
them and to know that every facility of 
our organization is made immediately 
available to them. 

“It is the constant effort of our staff 
to give to our members tangible dollars 
and cents returns for the membership 
dues which they pay into the associa- 
tion and not a mass of ‘high-faluting 
theoretical bunk.’ The matter of man- 
agement and direction is simple,” said 
Miss Freeman in reply to a question 
regarding the responsibility of her posi- 
tion. “Our staff is always carrying 
out the policies of our board of direc- 
tors. We have 33 directors, and we 
therefore have 33 bosses. This in it- 
self is a great opportunity, for the more 
bosses we can satisfy, the larger our 
return in satisfaction and monetary re- 
ward; all of which goes back to the 
principle of the difference between hav- 
ing one’s mind on the job, and becoming 
too much enamored with one’s own per- 
sonal ideas. It has been my experience 
that an organization will pay more to 
someone for carrying out its ideas and 
doing the job the way they want it done. 
After all, it is the association’s name 
that is signed to our letters; and the 
responsibility is that of our officers and 
directors; and profitable returns to the 
[TURN TO PAGE 55, PLEASE] 
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PATENT NO. 1.975.556 


BUILT-UP HEEL LEADERSHIP 


This 90% leather-fibre product, introduced to 
the trade only a short time ago, is today the 
accepted material for built-up heels. 
“SPECTRO” leather-fibre simplifies heel build- 

ing. 

It is a perfect product for “highs” 

and “lows.” 

It couples strength and economy to 

style, lightness and wearability. 

It takes a beautiful finish. 

It adds new style and character to 

heels. 

It is a “natural” heel and adds sales 

value to shoes. 

It does not scuff, crack or chip. 

SECURE “SPECTRO” HEELS FROM YOUR 
SHOE AND HEEL MANUFACTURER 


GEORGE O. JENKINS COMPANY 
BRIDGEWATER, MASS 
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International Statement 


St. Louis, Mo.—International Shoe Company of St. 
Louis issued on June 30 its consolidated financial state- 
ment showing net sales for six months ending May 
31, 1936, amounting to $37,390,463 against $36,891,- 
197 for the first half of 1935. Subsidiary plants pro- 
duced materials amounting to $20,016,616 which, com- 
bined with sales, made a total business transacted of 
$57,407,079 for the first six months of this year. 

President William H. Moulton summarizes the period 
just ended as follows: 

“The company’s statement for six months ended 
May 31, 1936, shows net income of $3,489,057 com- 
pared with $3,568,105 for the corresponding period 
last year. Earnings per share of common were $1.04 
for the six months compared with $1.06 for the first 
half of 1935. 

“Prospects for a good Fall business are evident. 
Our convention of salesmen was held in St. Louis dur- 
ing the week of June 15. The salesmen were enthusiastic 
about the line of shoes and confident of securing orders 
in good volume when they visit their customers. 

“The continued strong financial position of your 
company has served aad now serves as a safeguard 
against changing conditions. This is a big factor in 
the unbroken record of the company’s success.” 





Brown Regional Meetings 

St. Louis, Mo.—For the past few weeks, Brown 
Shoe Company officials have been holding divisional 
sales conferences on territory instead of having the 
entire sales force come into St. Louis headquarters. 
Each meeting consisted of a two-day session at which 
President John A. Bush stressed the quality of the 
company’s various lines; Vice-President W. E. Tarl- 
ton and his corps of merchandise men pointed out 
style trends and merchandising possibilities for Fall, 
while A. G. White, advertising manager, presented. the 
company’s new promotion and advertising plans. 

The first meeting was held at Ft. Worth. Clark 
Gamble, western sales manager, acted as chairman. 
Subsequent meetings took place at Atlanta, Philadel- 
phia and Columbus under the chairmanship of Gillette 
Welles, eastern sales manager. A similar meeting 
was held at St. Louis June 22 and 23, followed by 


one at Omaha and the Pacific Coast. 





Government to Buy Boots 


Boston, Mass.—Bids covering the manufacture and 
delivery of 14,000 pairs of hip rubber boots, for use 
by the Civilian Conservation Corps, will be opened 
July 10 at the Boston Quartermaster Depot in this 
city. Sizes range from 9 to 13, inclusive. Bids also 
are asked on 2500 pairs of short, heavy rubber boots, 
of which 1500 to be size 12 and the remainder 13. 

Eight hundred thousand pairs of shoe laces are to 
be ordered at the same time—half f. o. b. Boston Quar- 
termaster Depot; and half f. 0. b. Chicago Quarter- 
master Depot—all to be brown, 40 inches long. 
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Shoe Veuss 


THIS WEEK IN THE SHOE TRADE 
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NATIONAL NEWS 
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N. Y. State Plans Big Convention 





Manufacturers to Cooperate in Making September Meeting at 
Rochester a Memorable Gathering 


ROCHESTER, N. Y.—Representatives 
of many shoe manufacturers are plan- 
ning to attend the 18th annual conven- 
tion of the New York State Shoe Retail- 
ers Association, which will be held at 
the Seneca Hotel, here, September 27, 
28 and 29, according to the committee 
in charge. Rochester manufacturers 
are cooperating with local retailers and 
state association officers to make this 
the largest convention ever held by the 
Empire state merchants. 

This organization was formed in 
Rochester in February, 1919, and the 
first convention was held here in July 
of that year. Other conventions have 
been held since at Syracuse, Buffalo, 
Albany, Schenectady, Poughkeepsie and 
Elmira, but henceforth it is planned to 
rotate the meetings between Rochester, 
Albany and Syracuse, these being the 
more central points and easy access to 
shoe merchants. 

John Slater, of New York, is chair- 
man of the board of directors of the 
association and T. Arthur Cohen, of 
Albany, is president. 

It is announced by Chairman Harry 
H. Phelan, of the Rochester committee, 
that among the speakers at the Fall 
convention will be Louis F. Tuffly and 
Lee Langston, president and secretary, 
respectively, of the N.S.R.A.; Merrill 
A. Watson, executive vice-president of 
the Tanners Council of America; James 
H. Stone, secretary of the New England 
Shoe and Leather Association; Arthur 
D. Anderson, editor of Boor AND SHOE 
RECORDER, and Harold R. Quimby, edi- 
tor of Shoe Style Digest. 





Tri-State Shoe Mart 
Plans Progress 


PITTSBURGH, Pa.—Three floors of the 
William Penn Hotel, Pittsburgh, have 
been reserved to accommodate exhibi- 
tors at the Tri-State Shoe Mart, spon- 
sored by the Pennsylvania Shoe Trav- 
elers Association, which is to be held 
July 26-27-28. 

Distributors, manufacturers and job- 
bers are making reservations daily and 
since the Shoe Mart is the first shoe 
show in the territory in a decade the 
retailers have received the plan with 








Biota 


T. ARTHUR COHEN 





enthusiasm and are doing their part 
toward making it an outstanding suc- 
cess. 

Monday evening, July 27, will be a 
gala night with plans under way for 
a banquet, vaudeville entertainment and 
dance in the grand ballroom of the 
William Penn. 





DATES TO REMEMBER 


Boot and Shoe Travelers Association of 
New York, Annual Outing, 30th Anni- 
versary Event, Karatsony's, Glenwood 
Landing, Long Island, New York, 

July 16, 1936 

Pennsylvania Shoe Travelers Association, 
Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 26, 27, 28, 1936 

Official Leather Opening and Style Con- 
ference for Sprina, 1937, Waldorf- 
Astoria Hotel ........... Sept. 14, 15, 1936 

New York State Shoe Retailers Associa- 
tion I8th Annual Convention, Hotel 
Seneca, Rochester, N. Y., 

Sept. 27, 28, 29, 1936 

Spring Style Showing, Shoe Fashion Guild 
of America, Waldorf-Astoria Hotel, 

Nov. 5, 6, 7, 1936 





S. J. Rackham to Remodel Store 


DETROIT, MicH.—Stuart J. Rackham, 
Inc., is planning a complete remodeling 
of the entire store, one of the most 
modern in Detroit, with the moving of 
the women’s and children’s departments 
to the first floor. The first floor space 
will be doubled by addition of a new 
store next door, and the basement 
stockrooms will also be doubled. 

The entire store will be reoutfitted 
with new fixtures and the entire layout 
changed. Detailed plans have not been 
disclosed, but a new display front is 
expected. An Expansion Sale, to reduce 
stock before the move is made, is now 
in progress. 





Justin Outfits Fair Guides 


DaLLas, TEX.—How many pairs of 
boots have been used in promoting the 
Texas Centennial? Officials are a bit 
hazy about the actual figure, but Justin 
Shoe Co. has just added to the Western 
atmosphere with 200 pairs of cowboy 
boots for the Fair guides. The company 
has previously outfitted the much-pho- 
tographed and popular Rangerettes in 
gypsy style boots. 


Weyenberg Votes Dividend 


MILWAUKEE, WIS.—Directors of the 
Weyenberg Shoe Manufacturing Co. 
have voted a dividend of 25 cents per 
share on common stock of record June 
20, payable June 30. Officials of the 
company declared $1,015,000 of a pos- 
sible $1,049,000 of the new 4% per cent 
debentures had been taken in exchange 
for the old 7 per cent preferred stock 
and 7 per cent gold notes. 





Bridal Window for Shoes 


MINNEAPOLIS, MINN. — Bridal win- 
dows for clothes, why not a bridal win- 
dow for shoes? At any rate, Napier’s, 
909 Nicollet Street, created a great 
deal of interest with their Shoe Trous- 
seau Window. Choosing the same time 
that Young-Quinlan, the adjacent 
ready-to-wear specialty shop, put in 
their very lovely Bride’s Display, Na- 
pier’s created a Shoe Trousseau Win- 
dow. A bridal bouquet of lilies of the 
valley and delicate tulle veiling, dram- 
atized an array of shoes which was 
centered by several models in white 
satin. Grouped around these wedding 
shoes were various ideas in footwear 
for the bride’s entire trousseau. 
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Texas Women of a Century Ago 


Wore Smaller Shoes 


y 








The outstanding historical costumes that Texas’ women of fashion have donned during their 
loyalty to the various six flags. Left to right: Spanish, French, Mexican, Lone Star Republic, 
Texas as part of the union and the Confederacy era. 


DALLAS, TEX.—The fashion triumph 
of the first two weeks of the Texas 
Centennial Exposition in Dallas was 
the Neiman-Marcus Centennial of 
Fashion presentation with mannequins 
wearing costumes that dramatically 
portrayed what the most beautiful 
Texas women have worn during the 
State’s 100 years of history. 

In some cases, shoes of the past were 
faithfully worn with the historical 
costumes. “But in most cases,” said 
Stanley Marcus, vice-president of Nei- 
man-Marcus and host to the especially 
invited audience, “we were unable to 
find a model with shoes small enough to 
fit the shoes of Texas women of 100 
years ago, or even 25 years ago! Foot 
sizes in Texas are evidently growing!” 


Yet the firm’s cactus colored 
kid centennial shoes dotted the 
parade of proper clothes for wear at 
the big Fair’s favored day and night 
spots for entertainment. These shoes 
in cactus red were paraded by Miss 
Janice Jarrett, the famous New York 
photographic model who is being 
“Sweetheart of the Centennial” and 
who, as guest of honor at the fashion 
show, wore a black chiffon dinner dress 
with a toreador’s jacket of glittering 
red sequins as attraction number one 
in the mannequin parade. 

Mrs. Edna Woolman Chase, editor- 
in-chief of Vogue, was another of the 
honored guests. She was introduced by 
Stanley Marcus and spoke briefly in 
praise of style-conscious Texas women 
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and of the Centennial Exposition. Mrs. 
Chase wore a gown of white chiffon 
with pearls and gardenias. 

Elizabeth Arden, international beauty 
authority, wearing a formal printed 
gown, also spoke, complimenting South- 
western women on their beauty. 

“Texas Under Six Flags” was the 
style show’s prologue—a presentation 
of the flags and costumes of Texas 
history. The Spanish settlement of 
1528; the French settlement dating 
from 1689-90; the Mexican period, 
1821-1836; the Lone Star Republic, 
1836; Texas as part of the union, 1845, 
and the Confederacy era, 1861-65, were 
all represented in picturesque manner. 

The present-day influence on world 
fashion wrought by the Centennial ob- 
servance was evident throughout this 
division of the parade. Attention was 
called repeatedly to cactus colors in- 
spired by the clear, bright shades of the 
blooms of desert cactus. The cattle 
brand motif was burned on saddle 
leather belts and printed on linens for 
handbags and handkerchiefs. Cowboy 
culottes for riding were of gray flannel 
with a waistcoat to match and a vivid 
green silk shirt — reminiscent of the 
cowboy’s flair for color. 

Texas leather brown shoes, inspired 
by the trappings of the Texas range 
rider, were introduced to accent cool 
Summer tones. Fashionists on hand 
took note of this leather brown sig- 
nificance for Autumn. It’s a brown that 
might have been aged by wind and sun 
—not a yellow brown. 





Signs Long Term Lease 


NEWARK, N. J.—A long-term lease 
was taken early in June by the A. S. 
Brody Comfort Shoe Co. on the build- 
ing at 419 Springfield Avenue, to which 
the company’s store will be moved as 
soon as alterations are completed. The 
firm has occupied a store at 394 Spring- 
field Avenue for the past 23 years. 
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Centennial Booms 
Southwestern Trade 


DALLAS, TEX.—Many changes are 
taking place in the Southwestern shoe 
world with the Texas Centennial boom- 
ing business. . 

R. H. Gann has become sole owner 
of the Gann Shoe Co. at 112 East Main 
Street, Shawnee, Okla. 

The Brown-Built Shoe Co. of St. 
Louis has leased a building at 108 East 
Third Street, Bartlesville, Okla. C. R. 
Parrett is the manager for this branch. 

W. B. Goodwin of Holdenville, Okla., 
is new manager of the shoe department 
at Westheimer-Daube, Ardmore, Okla. 

Woods Bros. Merchandise Co. of 
Richland Springs, Tex., has recently 
added a large shoe department. 

R. T. Cogswell of Enid, Okla., has 
purchased the shoe department of the 
Hollywood Shop, Ponca City, Okla. 

R. U. Pierce has opened a shoe store 
in the location formerly occupied in 
Waxahachie, Tex., by Jolesch Shoe Co. 

Marion Mosely is new manager of 
the Pioneer Shoe Store, East Louisiana 
Street, McKinney, Tex. 

The Baker Shoe Store, Inc., Little 
Rock, Ark., is expanding its floor space 
at 502-504 Main Street, according to 
R. A. Fink, manager. 

Extensive modernization has just 
been completed in the Smith Shoe 
Store, North Moose Street, Morrillton, 
Ark. 

George Rothrock has opened a new 
shoe repair shop at 309 West Main 
Street, Marlow, Okla. 


Sales Increases Due to Buying 
of Dark Shoes 


SAN FRANCISCO, CALIF. — Sales in- 
creases this season have been traceable 
directly to fairly heavy buying of 
browns, patents and gabardines, partic- 
ularly blue gabardines. White sales 
have not been as good as anticipated, 
reports Russell Werner and neither has 
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the experience with walled lasts been 
satisfactory. Real low heels, that is 
from 12/8 and down are definitely out, 
save in the health types of footwear. 
Anticipated Fall business in all kinds 
of shoes is expected to be most satis- 
factory. Plans have been made ac- 
cordingly and several expansion and 
remodelling propositions are under con- 
sideration. 





What is Success? 


It’s doing your work the best you can, 

And being just to your fellow man. 

It’s making money, but keeping friends, 

And staying true to your aims and 
ends. 

It’s figuring how, and learning why, 

And looking forward and_ thinking 
high; 

And dreaming a little and doing much; 

And keeping always in closest touch 

With what is finest in word and deed. 

It’s being perfect yet making speed; 

It’s going onward despite defeat, 

And fighting staunchly yet keeping 
sweet. 

It’s struggling onward with a will to 
win, 

And taking loss with a cheerful grin. 

It’s sharing sorrow and work and 
mirth; 

And making better this good old earth. 

It’s being Honest and playing fair, 

And looking up at the stars above; 

And trusting God’s wisdom, mercy and 
love; 

It’s serving and striving through strain 
and stress. 

It’s doing your noblest. That is success. 

—Exchange. 


Sent in by Wi!l Knight, of the Knight Shoe Co., 
Portland, Oregon 





Retailers Form Merchants’ 
Association 


INDIANAPOLIS, IND.—An agreement 
to close shoe stores at 5 p. m. on week- 
days and 6:30 on Saturdays during 
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the Summer months was reached at a 
meeting of 18 retail shoe merchants’ 
representatives, Tuesday, June 9, to 
become effective July 6. The meeting 
was called to form a local retail shoe 
merchants’ association. 

William F. Piers, temporary chair- 
man, appointed the nominating com- 
mittee consisting of Frank North, 
Marott Shoe Store, chairman; Sidney 
Stout, Stout’s Shoe Stores, and Lester 
Fox, manager of the Nisley’s Shoe 
Store. 


A. A. Curme Visits Seattle 


SEATTLE, WASH.—Coming to Seattle 
with his family for a combined busi- 
ness and vacation trip, Arthur A. Curme 
of Feltman & Curme, proprietors of a 
chain of retail shoe stores of that name, 
found Seattle from a business stand- 
point, looking as good as in 1929. 
“Seattle certainly is going ahead,” the 
noted shoe man observed. “I expect to 
see a city of a million here some day.” 
The shoe magnate envied people living 
in Seattle, since they can take their 
Summer vacation at home. In fact, 
most of them have to, since all their 
friends come out from the East to 
enjoy themselves in this vacation spot. 
Mr. Curme and his family visited 
other scenic spots around Seattle and 
the Pacific Northwest before returning 
to his headquarters in Chicago. 


Discontinues Women's Line 


MILWAUKEE, WIS.—Officials of the 
Simplex Shoe Manufacturing Co., here, 
have announced discontinuance of the 
manufacture of women’s shoes because 
of highly competitive conditions which 
have made this department unprofit- 
able. The firm will continue the manu- 
facture of children’s shoes. Between 
350 and 400 employees have been dis- 
charged. Simplex entered the women’s 
lines several years ago by acquiring 
the Rich-Vogel Shoe Co., which was 
moved from Hartford, Wis., to Mil- 
waukee. 
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MBS. DAY’S IDEAL BABY SHOES 

D infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-8 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
SHOE 
Locust St. 
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Your last minute white orders 
can be filled now from our 
large floor stock. 


There is no scarcity of whites 
at Hannahsons. 


All popular lasts and heel 
heights—in stock—AAA to 
C widths. 


HANNAHSONS 


HAVERHILL — MASSACHUSETTS 


LUMBARD 5055 


Modern Turn Shoes That Fit 
N250 WILL NOT GAP 











Ruty Kid New “SHORT BACK” Lasts 


In Stock 
. 80 STYLES Send for 
ans IN STOCK catalog 7 
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KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 







tie; 56 last; gray 
kid lined ; French 
corded ; 14/8 


VAUGHAN TOWLE CO. 


A_division of L. B. Evans’ Son Co. 
WAKEFIELD MASS. 








Black kid blucher | 





Obituary 
Thomas F. Davies 


MONTREAL, CANADA— Thomas F. 
Davies, 4331 Draper Avenue, well 
known in Canadian rubber manufactur- 
ing circles, died suddenly, June 23, at 
his summer home in Plage Laval. He 
was 54 years old. 

Born in Saint John, N. B., Mr. Davies 
was connected with the Dominion Rub- 
ber Company for the past 25 years, 
where he was latterly in charge of foot- 
wear styles and designs. He joined the 
firm at Saint John in 1911 as footwear 
salesman and five years later was ap- 
pointed manager of the Halifax branch. 
When the wartime explosion occurred 
there on Dec. 6, 1917, Mr. Davies took 
a prominent part in the rescue work 
and relief measures. In 1921 he was 
transferred to the executive office in 
Montreal, where he remained up to the 
time of his death. 

He is survived by his widow, the 
former May Andrews, of Saint John; 
three sons, Donald, Jack and Thomas 
F., Jr., and three daughters, Mrs. Wil- 
liam R. Fraser, and the Misses Maisie 
and Nan Davies, all of Montreal. 





John H. Fennimore 


BURLINGTON, N. J:—John H. Fenni- 
more, retired shoe manufacturer, died 
here June 20. A member of the Broad 
Street Methodist Episcopal Church here 
for sixty-two years, he served as first 
president of the church brotherhood. 
For more than thirty-five years he was 
treasurer of the old R. T. Wood & Co. 
shoe manufacturers. He also served 
as its vice-president. His widow and 
two sons, Charles of Burlington and 
Alburtus of New London, Conn., sur- 
vive him. 


Thomas F. Hernan 


LyNBROOK, L. I.—Thomas F, Hernan, 
associated with the retail shoe industry 
for the past 35 years, passed away at 
his home at 111 Smith Street, here, 
recently. At the time of his death he 
was associated with the Regal Shoe 
Company in New York. 

Mr. Hernan was born and educated 
in Brooklyn and later moved to Lyn- 
brook where he had resided for the past 
several years. He is survived by his 
widow and two sons. 


Carl Epplen 


Lincoln, Nebr.—Carl Epplen, former 
Lincoln shoe retailer, died in Sioux 
Falls, S. D., recently. He was in busi- 
ness in Lincoln until 1927 when he 
moved to the West Coast. He is sur- 
vived by his wife and a daughter. 





Eldred G. Bentley 


GRANDS Rapips, MicH. — Eldred G. 
Bentley, who for many years had been 
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ELAM'S 


PRE-WELTS 







ROCHESTER MADE 


Elam's Pre-Welts for Children — The 
Way to More Sales and Greater Profits 
for Every Merchant. 


IN-STOCK 


Style 307—Camel Elk—Sizes 2 to & 
Light Smoke Tongue 


Rubber Heel 











associated with American Seating 
Company, died here Tuesday, June 16. 





Danner Moves Factory to Oregon 


PORTLAND, ORE.—The Danner Shoe 
Manufacturing Company, for many 
years located at Chippewa Falls, Wis., 
has moved its entire plant to Port- 
land, and will shortly begin manufac- 
ture of work shoes, employing some 25. 

This is the announcement of Charles 
Danner, president of the company, 
after negotiating for some 5000 square 
feet at S. W. First Avenue and Stark 
Street. 

The Danner firm manufactures log- 
gers’ shoes, work shoes, ski boots and 
other outdoor footwear. Its markets 
are chiefly in Oregon, Washington, 
Idaho, Montana and northern Cali- 
fornia. 

Ludger LeDuc, superintendent, has 
come to Portland and will be in charge 
of the plant. He has been with the 
firm more than 30 years. 





Henry Hageman Elected to 
Merchants’ Directors Board 


DAYTON, OH10—Henry Hageman, of 
Fred Hageman & Sons Boot Shop, this 
city, was elected a member of the board 
of directors of the Dayton Retail Mer- 
chants Association et the annual elec- 
tion June 24. He will serve for a two- 
year term and will represent the shoe 
clessifiection in the organization. 














Block to Open | 7th Store 


SEATTLE, WASH.—Max Block, head of 
the expanding chain of Block Shoe 
Stores, has announced a new Block 
shoe store for Seattle, which will be 
twice the size of any other in his chain 
that will contain 17 links throughout 
the states of Washington and Oregon, 
with the latest addition. 

This magnificent new Block shoe em- 
porium will be established at First 
Avenue and Pike Street, as one of the 
largest shoe stores west of Chicago. 
It will be in the midst of the thickest 
iane of traffic enroute to the main mar- 
ket and shopping center. 

Pleased with this fine location, Mr. 
Block believes it will afford his retail 
shoe organization the opportunity long 
needed to offer to its clientele a more 
profound and comprehensive display of 
shoe merchandise in more comfortable 
quarters, 

Plans call for a large financial outlay 
to completely remodel the large prem- 
ises and fit it for footwear display. In- 
stallation of especially designed equip- 
ment and footwear fitting and display 
facilities is contemplated in the new 
site. 


Takes Additional Space 


MANCHESTER, N. H.—Constantly in- 
creasing production on the part of the 
Louis H. Salvage Shoe Company, Inc., 
of Cypress Street, has necessitated the 
leasing of additional floor space at the 
Cohas factory on South Willow Street 
and the employment of more than 100 
new workers. 

Partial production at the temporary 
plant has already started and opera- 
tions in the new stitching room wili be- 
gin soon. By the time the new space 
on the second floor of the Cohas factory 
has been filled, approximately 150 new 
workers will be employed, a spokesman 
for the company said. 

The new increase in employment will 
step up production from a little more 
than 4000 pairs of shoes a day to an 
estimated 5000 pairs. 

The Salvage company, which pro- 
duces high-grade women’s shoes, is 
maintaining full production at its plant 
on Cypress Street, however, and will 
use the space on the second floor at the 
Cohas Building merely for partial proc- 
esses. The situation was described as 
temporary. 


Opens Sandal Shop 


BALTIMORE, Mp.— The Hochschild, 
Kohn & Co., department store, has 
opened a Sandal Shop on its main floor 
for the convenience of its patrons and 
in a Summer promotion of this type of 
footwear. This is the first time this 
store has operated such a department 
on its main floor. 

It is to be recalled The May Co., 
department store, recently inaugurated 
such a footwear shop on its main floor, 
adjoining or near one of its main 
entrances. 
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BARBOUR DRESSWELT COMPLETES THE SHOE 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 





B. W. Dickman Opens 
Sample Room 


DETROIT, MIcH.—Bruce W. Dickman, 
representing the Craddock-Terry Shoe 
Mfg. Company in Detroit, Cleveland 
and Toledo, has opened a permanent 
sample room in the Griswold Building, 
Room 500, in this city. Mr. Dickman 
invites shoe men to visit him in his new 
rooms and look over the 700 samples 
on display there. 

Mr. Dickman has been “On the Road 
With Shoes” for the past 16 years, his 
present connection being the second one 
during this period. He is an active 
member of the Michigan Shoe Travel- 
ers Club, being on the board of di- 
rectors in that organization. 


Young New Secretary of 
Mass. Leather Assn. 


PEABODY,‘ MASs.—Lester U. Young 
has been elected secretary of the Mas- 
sachusetts Leather Manufacturers’ As- 
sociation, to succeed Raymond S. Rob- 
erts, who has resigned to join the staff 
of Nathan H. Poor Co., Peabody tan- 
ners. 

Mr. Young started in the leather 
trade in 1913, and had some of his 
early training with C. Q. Adams of the 
Bristol Patent Leather Co. He was re- 
cently with the Agoos Leather Com- 
panies. 


Work Begun on New 
Shoe Factory 


SPRINGFIELD, Mass. — The contract 
for building a new $50,000 heavy con- 
struction mill building for the Brattle- 
boro Shoe Building, Inc., at Brattle- 
boro, Vt., has been awarded to Ernest 
F. Carlson, Inc., of this city. 

The Brattleboro corporation has been 
organized and financed as a community 
civic venture through private citizens 
and the Chamber of Commerce. 

According to specifications, the build- 
ing will have a frontage of 215 feet 
and a depth of 140. A wing to this 
structure will be 130 feet long. The 
contract calls for completion by Sep- 
tember 1. 

Officials of the Brattleboro corpora- 
tion have announced that they will turn 
the new structure over to the Daly 
Brothers Company of Boston, which 
controls the Spencer chain stores. 





Miss M. Taylor Resigns as 
Children's Shoe Buyer 


New YorK—Miss Margaret Taylor, 
children’s shoe buyer for James Mc- 
Creery & Co., New York, has tendered 
her resignation effective July 1. 

Prior to joining James McCreery & 
Co., she was with B. Altman & Co. in 
a similar capacity. 

Miss Taylor is leaving on an extended 
vacation and will announce her plans 
upon her return. 
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Shoe Accessories 


6 EP 


EASE CALLOUSES 
WITH IDEAL 
FELT METATARSAL BUTTONS © 


Spectieaty shaped, they are correc- 

e. Three sizes, small, medium, 

a large. Also Chiropodists’ felt, 

i and all wool. One pound papers of yy”, 
d %”. Also heel pads, cushions, insoles, etc. 


Security Shoe Findings Mfg. Co. 
810 W. 73rd STREET, CHICAGO, ILLINOIS 
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Bowling Shoes 
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SHOES 


Men's Women’s Oxfords- 
$2.45 $2.25 5¢ less 
Combinatien Sole 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 
BROOKS SHOE MFG. CO 
Swanson & Ritner Sts., Philadelphia 


BOWLING 


PRICE 


No. 224 
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Riding Boots 

















LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 


1239 Broadway 
New York City 


524 | Senta fe Bids. 


on 8 te. as Angeles St. 
Los Angeles, Calif. 
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Old Store in Modern Style 


The interior of the recently remodeled Westbury Shoe Store in which everything has been 
done to insure the comfort of the customer and which has already, since its remodeling, 
shown a good increase in sales. 


IowA FALLS, IowA—Westbury’s Shoe 
Store, established in 1907 by E. A. 
Westbury, who since then has been its 
active manager, has recently been com- 
pletely remodeled and refurnished, mak- 
ing it one of the best looking and most 
up-to-date shoe stores in that section 
of the country. Comprising 3200 square 
feet of floor space, the remodeled store 
is an outstanding example of good lay- 
out and design in keeping with the 
modernistic trend of stores today. 

Stock shelves run the length of the 
room on both sides and the rear. On 
the left of the room from the entrance, 
is located the women’s department and 
opposite on the right, the children’s 
department. At the rear of the room, 
separated from the main room by a 
partition and a curtained doorway, is 
the men’s and boys’ department. 

Seating accommodations are provided 


for 36 persons in modernistic chairs of 
chromed spring steel, upholstered with 
leather in both seat and back. Two 
display counters flank the main aisle of 
the store and these are finished with 
a medium-toned grained wood with con- 
trasting edgings of a darker shade. 
Each display counter has a built-in, 
glass-enclosed space in its center in 
which shoes and handbags are shown, 
illuminated by hidden lights. 

Besides its other features, Westbury’s 
Shoe Store maintains a repair depart- 
ment under the management of William 
Tetters, which is also at the rear of the 
store adjacent to the men’s department. 

Associated with Mr. Westbury in the 
store is his son, Arthur E. Westbury, 
a junior member of the firm, and Ed- 
ward Kenning, who has been with the 
firm for the past eight years. 





J. O. Steele Joins 
Hamilton-Brown 


St. Louis, Mo.—J. O. Steele has 
been appointed manager of the volume 
sales department of Hamilton-Brown 
Shoe Company, St. Louis, and is now in 
charge. This appointment is in line 
with the many changes in the personnel 
that have taken place in the Hamilton- 
Brown organization in recent months 
and which included the appointment of 
John J. Walsh, well-known stylist, as 
chairman of the style committee; J. L. 
Jones as merchandise man in charge 
of women’s shoes and Victor L. Hor- 
ton as merchandise manager in charge 
of men’s shoes, 

Mr. Steele has been prominently 
identified with the shoe industry for 
several years and has had a large and 
varied experience in it. He success- 
fully operated retail stores at Atlanta, 
Georgia, and during the past three 


years has been associated with a large 
St. Louis manufacturer. 


W. R. Hall New Shoe 
Buyer at Lord & Taylor 


NEw YorRK—Walter R. Hall, former- 


‘ly buyer of men’s furnishings at L. 


Bamberger & Company of Newark, 
N. J., has been named to succeed 
Andrew Toomey who resigned recently, 
as buyer of men’s and children’s shoes 
at Lord & Taylor’s. 

Mr. Toomey’s plans are not as yet 
known. 


1, Pitluk Named Weiss Manager 


CuIcaco, ILu.—Irwin Pitluk, who for 
the past 24 years has been connected 
with Grossman’s of Chicago, is now in 
charge of the entire men’s shoe depart- 
ment for Weiss & Weiss at 9147 Com- 
mercial Avenue. 
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Are your stocks balanced with 
enough Kid shoes that you 
won’t lose out on sales 
volume? For volume in shoes e 
depends on sales of Glazed QO 
Kid — sales to people ies 
who’ll take no substitute 
for Kid’s all-purpose a 
economy and real foot WE 
comfort. Shoes of 
SURPASS KID have a 
style value, too, of 
inherent quality, 
and a beauty that 
comes from a firm 
bodied, pliable 
leather with a 
tight, even 
grain. 


When writing advertisers please mention Boot. and Shoe Recorder 
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LARGEST FLOOR STOCK 
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Men's Shoes 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 
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X-Ray Shoe Fitter 


6 Fe 


PROVE .2:: com 


SHOES ARE BUILT RIGHT AND 


HAVE PERFECT E iT H 


Inspection of shoes for 
lasting tacks, misplaced 
shanks, and other defects, 
ean be done better with 
our X-Ray shoe inspector. 

















Shock and Ray proof. 
Sold on easy terms. 


Adrian X-Ray Mfg. Co., Milwaukee, Wis. 








Opens Store With New Stock 


DetTRoIT, Micu.— Lafayette Modern 
Shoe Shop and Store is a new com- 
pany formed at 3331 West Lafayette, 
Detroit, by John Ezzo. Mr. Ezzo for- 
merly operated a repair store here and 
has just put in a new stock of shoes, 
operating as a general family shoe 
store. The store has been enlarged to 
accommodate. the change in policy. 
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Brouwer Research Club Meets 


Milwaukee, Wis.—The regular meeting of the S. J. Brouwer Shoe Co. Research Club on June 

11, was preceded by a picnic supper on the back lawn of Mr. Brouwer's home in Wauwatosa. 

Later in the evening the c'ub adjourned to the house for its business session. Included in the 

photo are seated from left to right in the second row, Mr. and Mrs. Brouwer with John R. Grigg, 

president of the club, standing immediately behind Mrs. Brouwer, the second from the left 
in the back row. 





W. C. Thompson Opens 
Modernistic New Shop 


DETROIT, MicH.—One of the most 
modernistic shoe stores in Detroit has 
just been opened in the northwestern 
part of Detroit at 7510 West Six Mile 
Road, by Warren C. Thompson, head 
of W. C. Thompson, Inc. The store is 
the first shoe store to go into one of 
the most rapidly growing better class 
residential neighborhoods of the area— 
a growing section that has already at- 
tracted the leading modern merchan- 
disers in the food industry. 

Mr. Thompson, incidentally, is a well- 
known shoeman and was for ten years 
buyer of women’s shoes in the basement 
department of J. L. Hudson Company. 
His assistant is Otis Askew, who was 
with him at Hudson’s for eight years. 

The store has a wide center entrance, 
some ten feet across, with the windows 
set in three staggered setbacks. By the 
design of the front, this setback actu- 
ally increases the apparent depth and 
gives maximum display, a sensible em- 
ployment of this new idea, which has 
commonly been applied solely for its 
novelty. 

The windows have chrome steel trim 
and fittings, with glass shelving on the 
supports used for display. A Venetian 
blind at the back of each window covers 
the access doorway, three by six feet, 
and gives a unique atmosphere to the 
store. 

The interior is finished in very light 
birds-eye maple, in natural finish, with 
some contrasting-sawed panels, with a 
trim of dark red mahogany-like wood, 
in narrow striping. 


A pair of full-length portrait mirrors 
on either side is used for showing shoes. 
In the middle of either side is a double- 
decked shadow box, with a foot mirror 
beneath. 

A rounded-top shadow box at the 
middle of the back of the store, har- 
monizes with the use of service doors, 
one at either side, set at forty-five de- 
gree angles at the two rear corners. 
The use of this rounding and angle 
effect, incidentally, increases the ap- 
pearance of spaciousness in the store. 

The store has dark brown-red car- 
peting, with tubular steel beach-type 
chairs in chrome steel. They are fitted 
with red leather seats and tan leather 
back rests. The fittings stools match 
the chairs. 

The store has open stock display, 
with a series of shades in blues for 
the boxes. This color harmonizes well 
with the prevailing light tan of the 
woodwork. 


Compo Convention 


Boston, Mass.—Representatives 
from the branches and more than thirty 
men who are engaged in Compo’s field 
work, convened in Boston June 29, to 
discuss company policies with the ex- 
ecutives at the home office. The wel- 
coming address was made by William 
H. Bresnahan, chairman of the board 
of directors. Other speakers were 
Barnard S. Solar, president; Leo P. 
Nemzek, general manager and W. J. 
Morton, in charge of sales and service. 
Technical matters were treated by W. 
C. Durham, I. C. Damon and F. B. 
Melea. 
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SELL A FEATURE CUSHION SHOE 
, that Builds and Holds Business 








EXTRA FINE QUALITY 
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VENTILATION CIRCULATION 


The RIGHT FEATURE cushion shoe which has undergone the 


In Ahron iti. 
OdThseMAYELOWER acid test of several years manufacture will produce REPEAT 


PROFITS for you. Nu-Matics with their patented, scientific, 
“cushion” and “nail-less” features are virtually non-competi- 
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Exclusively Manufactured by Rehn Nu-Matic Shoe Mfg. Co., 512 W. Florida St., Milwa ikee, Wis. 














BUYER — MERCHANDISER 


AVAILABLE 


I have a client looking for a connection as 
buyer and merchandiser of a shoe store or 
shoe department. He is very well known in 
the high grade women’s shoe field, having a 
national reputation as a buyer. He started a 
nationally - known shoe department from 
scratch and built it up into one of the finest 
shoe businesses in America. 


He has a legitimate reason for making a 
change now. High references from manufac- THE SHOE BUYING CENTER 
turers and retailers alike on performance, IN NEW YORK 


promotion and profit-making. i the crossroads of the trade... where 
the seasons newest and most significant 

L e ° ° l h shoe styles are now on display. 
ocation 1s not as essential as the opportu- Shop the Marbridge Building for authen- 


. : M : i ‘ tic shoe styles. The showrooms of the 
nity to become associated with a new project, ee gg = Ran yg 


i ; ; Hat § : . « » conveniently assembled under one 
or rebuild an established business. rand cool. . . offer you @ splendid epper- 
: tunity to look before you buy. 
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He knows shoes—their sale and their service 


and can qualify Ly 34ST 


Address E-827, Care 
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239 West 39th Street New York, N. Y. 
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Spats 


66 A AF PEP 


SEND FOR | 
SAMPLES: 


Guaranteed all wool 
Pressed finish 
SPATS FOR MEN 
Popular Priced Lines 


FRANKLIN MANUFACTURING CO., INC. 
FRANKLIN OHIO 
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Dancing and Baseball Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling and 
baseball shoes. 


Write for price list 


ROVICK THEATRICAL SHOE CO. 
Manufacturers 
325 W. Madison St. 








Chicago, III. 
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Shoe Cleaner 


O88 OO OO PS 





EVERYBODY'S TALKING ABOUT 
SHU-PRIM SPECIALS 


NAPSKIN for Genuine Bucks are different 
—keep shoes the Natural Color and Soft 
through life of shoe—ROUGHIES for all 
Bucko, Nubuck, Splits in White and All 
Fall Colors— 

A SPECIAL SHU-PRIM 
cleaner for every type 
of leather and fabric— 
Put up in Bottles, Tubes 

and Jars. 
To Retail 25 cents 
Order trial 3 doz. asst. 
$1.50 doz. 


SIGNAL 
CHEMICAL CO. 
791 Tremont St., Boston 














Juvenile Contest Spurs 
Store-Wide Trade 


CLEVELAND, OHIO—A novel contest 
covering an eight-week period from 
May 16 to July 10, has spurred busi- 
ness considerably for the Stone Shoe 
Co., operators of four retail stores. 
The contest was sponsored through 
their Shaker Square Juvenile Shop 
where all participants were asked to 
register. Contestants were given copies 
of the rules and advised to get their 
relatives and friends to trade at Stone’s 
and save their sales slips for them. 
Prizes were to be awarded on the basis 
of the highest number of votes, one vote 
representing each 10 cents of a pur- 
chase. Purchases at any one of the 
Stone’s four stores were counted. 

First prize in the contest is a boy’s 
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or girl’s bicycle; second, a wire-haired 
terrier; third, set of golf clubs; fourth, 
two pairs of Stone’s juvenile shoes; 
fifth, one pair of Stone’s juvenile shoes. 
Attractive souvenirs were also planned 
for all entrants at the time of award. 
Using the sales slip system, every child, 
regardless of age, has an equal chance. 
All stores of the chain have felt a new 
impetus of business. 





To Scale Highest Himalayas 


Aithur B. Emmons, the Harvard senior who is 
taking part in the Himalayan expedition 
planned for this Summer, has selected these 
shoes as suited to his hazardous undertaking. 
Mr. Emmons is one of a group of five who will 
undertake to scale Nandadiri, the highest peak 
in the Himalayan range. The shoes have hand- 
forged cleats and are custom built by Peter 
Limmer of Boston, soles and uppers being com- 
pletely viscolized for waterproofing 





N.L.S.F.A. Plan 1937 Convention 


BALTIMORE, Mp.—Baltimore members 
of the National Leather and Shoe Find- 
ers’ Association are receiving the con- 
gratulations of the industry on their 
success in bringing the 1937 conven- 
tion of the organization to Baltimore. 
The bid to hold the next year’s conven- 
tion was tendered at the thirty-third 
annual meeting of the body, just con- 
cluded at Detroit. Early advance re- 
ports on the attendance state that the 
Baltimore convention next year will 
bring about four hundred distributors 
and manufacturers identified with the 
shoe industry who are members of the 
group. While the date has not yet been 
set for the Baltimore meeting, it is ex- 
pected it will be held the latter part of 
June as usual, 

John Kipp, Morris Eisen, William 
Hoehm, M. S. Klein and Sam Klein, all 
prominently identified with the industry 
of this market, attended the Detroit 
convention and were largely responsible 
in the selection of Baltimore for next 
year’s meeting. 


Joins Surgical Supply Co. 


SoutH BEND, IND.—C. C. Gardner, 
operator of Gardner’s Factory Shoe 
Rebuilders Company, has joined the 
staff of the Surgical Supply Co., Inc., 
in the Sherland Building in South 
Bend. Mr. Gardner will devote his 
entire time to the manufacturing of 
custom-built arch supports, feather 
weight and flexible, molded to individu- 
al foot and shoe, which he developed 
himself. Mr. Gardner was affiliated 
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for 15 years with the manufacturing 
division of the Florsheim Shoe Com- 
pany of Chicago. 


Dewey and Almy Occupy 
New Office Building 


CAMBRIDGE, Mass. — Executives and 
the office force of Dewey and Almy 
Chemical Company, manufacturers of 
Darex soles and insoles and other 
supplies for the shoe trade, have recent- 
ly moved into a newly completed office 
building at the company’s plant in 
Cambridge, Mass. Besides executive 
offices and the stenographic and order 
departments, the building will also 
house conference and reception rooms 
and one of the most complete Portland 
cement testing laboratories in the 
country. 

Many unique features were incor- 
porated in the new building which is 
air-conditioned throughout. The walls 
are heavily insulated with glass wool; 
and to complete the insulation and pre- 
vent condensation, even the windows 
are insulated. This is accomplished by 
a new method of double-glazing devel- 
oped by the Dewey and Almy Company. 

Another Dewey and Almy product 
was used in the construction of the 
building. The concrete foundations 
were made from a TDA Portland 
cement which contains the newly devel- 
oped catalyst called TDA. This ma- 
terial is designed to impart high 
strength, durability and early setting 
qualities to Portland cements. 

To facilitate speedy service to their 
customers, a special pneumatic tube 
system has been installed between the 
order department and credit depart- 
ment and factory shipping room. An- 
other interesting feature is the accous- 
tic board used on walls and ceiling of 
the stenographic department to elim- 
inate noise fatigué. 

The building itself is a two-story 
structure of brick in colonial style, 
connected with the rest of the plant 
across the tracks by an overhead pas- 
sage. This is the 18th building to be 
added to its plant by the Dewey and 
Almy Company which was organized 
in 1919. In addition, the company 
maintains factories in Oakland, Cal.; 
Farnham, Quebec, London, and Naples, 
besides sales offices in many other cities 
both in this country and abroad. Em- 
ployees at the Cambridge plant total 
430, besides those employed in the 
branches. 


Colonial Employees 
Enjoy Outing 

Boston, Mass.— On June 17 em- 
ployees of the Colonial Tanning Com- 
pany held their annual outing at 
Houghton’s Pond, near Boston. The 
feature of the afternoon was a baseball 
game, followed by other outdoor sports, 
after which the employees all motored 
to the Toll House at Whitman to enjoy 
a big banquet. The outing was the 
largest, from the standpoint of at- 
tendance, of any held by the company. 
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KEEP YOUR FINGER ON A GIANT’S PULSE 



















Ti: slightest change in the condition of the Giant Shoe Business of America 
may be vital to the future of your business—every such change, for better or for worse, 
is ultimately reflected in the condition of your own organization. 


EVERY FLICKER OF THAT GIANT’S PULSE 
IS REGISTERED IN THE PAGES OF 
THE BOOT AND SHOE RECORDER 
With 12,000 dealer subscribers comprising 85% of the nation's shoe buying power . . 
all depending on the BOOT AND SHOE RECORDER for advice, guidance, and market 


information . . . this publication reveals, before any other source, what the future will 
bring forth, when to advertise, and HOW. 









No other publication ... no other organization . . . can afford to give such a service. 
® This alone is reason enough why you should advertise in these pages. 


IT IS ALMOST AS IMPORTANT AS THE TREMENDOUS 
PULLING POWER THAT THE BOOT AND SHOE RECORDER 
HAS BUILT UP DURING THE LAST FIFTY-FOUR YEARS. 













SET A NEW SALES PACE WITH SALES SPACE 


BOOT AND SHOE RECORDER 


239 West 39th Street New York, New York 
A Chilton Publication 
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POSITION WANTED 





UTSTANDING values Boys’ and Women’s 

staple shoes—References and full particulars 
per lar experienced men with following 
basis only. Altman 
Cincinnati, Ohio. 





Bros., 308 : Vine St., 





WANTED: Experienced salesman by long 
established manufacturer of Boys’ and Girls’ 
Welts and Welt Stitched shoes carried in stock 
—$2.00, $2.50 and $3.00 retailers. Territory 
open—lIllinois including Chicago, Wisconsin, 
Oregon, Washington, Colorado, Kansas, Mis- 
souri, Arkansas, Oklahoma and Dominion of 
Canada. State age, experience and references 
in your reply. Address E-832, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, Y. 





SHOE Salesman desiring a pocket side line 
from which to establish a good ecg $e in- 
come, write J. S., 86 Ellicott St., lo, 





ALESMEN wanted to handle a specialty that 

shoe dealers have been waiting for. Easy 
to sell, and satisfaction guaranteed. The NEN 
Company, Neenah, Wis. 


EXPERIENCED tiie with following in 
Minnesota, North and South Dakota and 
Northern Wisconsin to handle well established 
arch and semi-novelty line four and five dollar 
retailers, commission basis; give experience and 
reference. Fashion Bilt Shoe Co., Pontiac, 
Illinois. 





WANTED TO PURCHASE 


HOE store wanted; write full information; 

will consider cost transaction if reasonable. 
Address E-828, care Boot & Shoe oe 
239 West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 





USTOM Ladies shoes. Oldest exclusive es- 

tablishment in New York City, now looking 
for progressive business man with capital to 
expand and exploit valuable name, among more 
popular and larger circle of consumers. Ne- 
gotiations to be confidential. Address E-830, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





LINE WANTED 


LINE WANTED by a graduate shoe salesman 
who covered a large territory for 22 years 
and enjoyed a large volume business. Has 
represented several important shoe manufactur- 
ing houses; desires good lines of any descrip- 
tion for Greater New York; commission basis. 
Address E-833, care Boot & Shoe Recorder, 
239 West 39th Street, New York, p 





Y OUNG MARRIED MAN, 31 years of age, 
desires connection managing popular-price 
shoe store. Fully acquainted | with chain store 
systems. Eleven years’ experience in merchan- 
dising, buying and all-around shoe store opera- 
tion. Women’s novelties profitably promoted. 
References. 9 Prefer East. Address 
E-824, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


SHOE Buyer, 20 yrs. experience in Dept. 

Store and Chain Shoe Depts. as manager. 
Thoroughly experienced in stock control and 
personal work. Capable of training and direct- 
ing a sales force. Now employed. Available 
on reasonable notice. Middle West preferred. 
Married. Good personality. References fur- 
nished. Address E-831, care Boot & Shoe 
ee 239 West 29th Street, New York, 








HOEMAN, 30, experienced, nine years 

world’s largest shoe company; good fitter, 
stock merchandiser, volume producer, window 
and advertising expert, men’s, women’s, and 
children’s—wants position store or department 
manager, or assistant, Chicago or vicinity. 
dress E-829, care Boot & Shoe Recorder, 209 S 
State Street, Chicago. 





FOR SALE 








IDEAL SHOE PLANT 
For Sale 
Worcester, Mass. 


3 floors and basement 
30,000 sq. ft. Heavy Construction 
Plenty skilled help. 
Address E-804, care BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 

















Fyfe Sales Up 25 Per Cent 


DETROIT, MicH.—Business in all shoe 
departments of R. H. Fyfe and Com- 
pany has been showing a steady in- 
crease of about twenty-five per cent 
over 1935, according to G. Buell, office 
manager. This figure was not quite 
reached by hosiery and accessory de- 
partments. 

“The one factor that has increased 
sales perceptibly has probably been the 
recent air-conditioning of the store,” 
Mr. Buell commented. 

“We are expecting a shortage of 
white shoes this season. Sales con- 
siderably in excess of anticipated de- 
mands and pre-season orders are the 
reason.” 











FOR SALE 


FOR SALE 


For Sale—SHOES, RUBBERS, and 
GYM SHOES at low prices. Allied, 
Jobbers, 


2011 W. 5ist Street, Chicago, Illinois 




















WANTED TO PURCHASE 








CASH FOR BRANDED SHOES 
Men's, Women’s—Factory or Retail 
Wanted: Red Cross Florsheim, Arch Preserver, 

Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 

BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








Buyers of Surplus Stocks 


We will 1 tire stocks of shoes 
on am. = My Fg o ue 


"QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








we BUY 

aera or Surplus Wholesale and Retail 
Also randed Shoes such as 
Florsheim, Enna-Jettick, Vital- 
Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 











Fall Footwear Demand Noted 


SAN FRANCISCO, CALIF.—E. S. Hor- 
rocks, manager of the women’s shoe 
department of The White House, San 
Francisco department store, reports 
that already demand for black shoes 
for Fall wear has started, indicating 
that black will be the heavy seller in 
the next few months. The store has 
enjoyed a good white season. Gabar- 
dines with patent trim have sold well 
and navy blues in fabrics have been 
exceptionally good. 





mum charge 75 cents. 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
inimum charge, $1.25. 


For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 ‘words. 


Classified advertising is payable in advance. 
iS Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se 
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MERCHANTS’ NEEDS 





BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS 




















DISPLAY 






This ultra-modern Dis- 
play Fixture in extensible 
sizes—12” to 24” and 18” 
to 36”. Genuine Triple 
Chromium plated with 
choice of Ebony, Walnut 
or Maple trim. Tilting 
top holds a pair of men’s 
or women’s shoes. Truly 
a remarkable “buy”. 


For a limited time only 


$18.00 dozen 
ORDER NOW 


SEGALL & SONS 


923 ARCH ST. PHILADELPHIA 














Foerderer Takes Over 
Wilmington Plant 


PHILADELPHIA, PA.—Officials of the 
Robert H. Fcerderer Co., pioneer manu- 
facturer of glazed kid, announce that 
they have taken over the plant occupied 
by the Delaware Leather Co. at Wil- 
mington, Del., and are now in produc- 
tion of Vici Kid there. The plant is 
ideal in arrangement and_ possesses 
many advantages over the main plant 
at Frankford, this city, to meet pres- 
ent conditions. Foerderer officials are 
very enthusiastic concerning the new 
development. 


Philadelphia Shoe Club Elects 


PHILADELPHIA, PA.—To celebrate its 
first anniversary, the Shoe Club of 
Philadelphia, organized on June 19, 
1935, held a dinner last week in this 
city, and also the annual meeting at 
which the following officers were 
elected: Howard Alexander, of the 





Alexander Rubber Co., president; Isa-. 


dore Gottleib, of the Ideal Shoe Co., 
vice-president; W. Delamater, of the 
Sylvania Shoe Co., treasurer, and D. J. 
Hunn, of the Hunn Shoe Co., secretary. 

The club was organized for mutual 
protection and cooperation, chiefly in 
the wholesale shoe field in this city, has 
a comprehensive membership in that 
branch of the business, and has had 
the most satisfactory cooperation both 
within and outside its membership. As 
a result of its activities during the 
year, retail merchants have been helped 
and advised, irregularities and frauds 
have been discouraged or prosecuted, 
legislation has been reviewed and de- 
liveries improved. The organization 
now enters its second year with 4 con- 
structive program and a bright outlook. 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Hasy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








Housekeeper in the 
House of Industry 


[CONTINUED FROM PAGE 40] 


employer are at the very foundation of 
business success.” 

In further commenting on the appli- 
cation of the principle of profitable re- 
turns to the employer, Miss Freeman 
said that she did not take much stock 
in any simple formula; but that if she 
were called upon to give any brief com- 
ments in the words of some one else, as 
applying to her own experience, as well 
as to the policy of the National Boot 
and Shoe Manufacturers Association, a 
quotation from a letter of Sir Joshua 
Reynolds to his nephews most often oc- 
curred to her. The quotation is as fol- 
lows: 

“To make it to people’s interest to ad- 
vance you, by showing that their busi- 
ness will be better done by you than by 
any other person they can employ, is 
the only solid foundation for success; 
the rest is accident.” 





30 Years a Shoe Buyer 


NEWARK, N. J.—Miss Irene Beck, 
buyer of juvenile shoes for L. Bam- 
berger of this city, is celebrating her 
thirtieth anniversary in that capacity. 
As one of her acquaintances put it, she 
is 30 years young on the job. Many 
flowers and other tokens of recognition 
of the event are coming to Miss Beck 
from her wide circle of friends in the 
industry. 


Carl Wiegand in 
New Connection 


CINCINNATI, OHIO—Carl C. Weigand 
is now representing the Independent 
Die & Supply Company of St. Louis 
in the State of Ohio. Mr. Weigand was 
formerly with the Miller Shoe Com- 
pany, also the Fred W. Weichman Pat- 
tern Company of Cincinnati. 


Short Circuits Cause Fires 


Macon, GA.—Two shoe stores in 
Macon were recently damaged by small 
electrical fires caused by short circuits 
in electric fuse boxes. The Cannon 
Shoe store and the Thom McAn store 
caught fire in the middle of the night, 
but neither was damaged to any great 
extent. 





— 











\ BEAUTIFUL 
\ LEGS... 
\ SHAPEL 
FEET . 


? 


BUT YET A 
HARD-TO-FIT 

CUSTOMER! 

As long as shoes are leather 
and feet are flesh and bones 
there'll be shoes that won't fit 
feet UNLESS you use the up- 
to-date way and re-shape 
shoes to conform to feet! You 
can easily and inexpensively 


SAVE THAT CUSTOMER 


with Modern 


SHOE RESHAPING DEVICES 


Write for literature explaining 
this method of saving lost sales 


DUNDE RESHAPING 
DEVICES, INC. 


13 East 37th St. 
New York, N. Y. 



































Nathan Marlow With 
Wolff-Tober 


St. Louris, Mo.—Nathan Marlow has 
rejoined the sales force of Wolff-Tober 
Shoe Manufacturing Company, St. 
Louis. Mr. Marlow will cover the 
Southeast, his old territory. Since his 
previous connection with Wolff-Tober, 
Mr. Marlow has represented Johansen 
Brothers Shoe Company, also Leo 
Gordon. 


Feature Mexican Huraches 


DETROIT, MicH.—R. H. Fyfe and 
Company have been promoting the sale 
of huraches, a Mexican-woven sandal 
for men, with special window and in- 
terior display this week. A large 
table of huraches has been placed on 
the main floor, with appropriate signs, 
and decorated with bright-colored Mex- 
ican blankets that demand the attention 
of everyone who enters the store. 

Senor Carlos Manbusta, a Mexican 
student at Wayne University, was en- 
gaged as a special salesman, and helped 
in fitting, demonstrating, and selling of 
these novelty items. They are being 
sold for street wear, as well as for 
special sports, manager Stephen J. Jay 
reported. 
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Icarus 


Poor boy, he lived before his time. 
If he could but come back today, 
He would find a congenial clime 
For lads who want to fly away. 


If he could only have a try 

Now, with a ship, however small, 
He could skim sunward in the sky, 
And never scorch his wings at all. 


He was an early pioneer, 

And, like a pioneer he fell. 

Now, in this distant, modern year, 
His bold successors fly, and well. 


Ah well, all human victory 

Follows defeat’s despairing wail, 

And blossoms from the agony 

Of those who tried, and seemed to fail. 
Clarence Edwin Flynn. 





Canadian Papers 
Accept U.S. Ads 


BuFFALO, N. Y.— Canadian news- 
papers which previously had refused to 
accept display advertisements of local 
shoe retailers, seeking to attract busi- 
ness from customers across the inter- 
national border under the $100 duty- 
free exemption clause for tourists under 
the new Dominion customs act, have 
revised their attitude and will accept 
institutional copy for publication just 
prior to Canadian holidays. 

The first advertisement appeared in 
the Toronto, Ont., Globe on the day 
before Victoria Day, a Dominion holi- 
day, and was used by the Wm. Hen- 
gerer Co., inviting Canadian residents 
to visit the city and inspect its store. 
No mention was made of the new $100 
duty-free exemption for personal mer- 
chandise and no prices were quoted. 

The Kleinhans Co. and L. L. Berger, 
Inc., are using radio advertising on a 
St. Catharines, Ont., station to encour- 
age footwear purchased by Canadian 
shoppers. Other stores planned 
to use institutional copy just before 
Dominion Day, July 1, a national holi- 
day in Canada. It is expected more 
than 100,000 Canadian residents 
crossed the border for this holiday and 
shopping by Canadian customers is ex- 
pected to reach a new high peak. 

The Hengerer advertisement in the 
Toronto Globe stated: 

“We came to ask you over for the 
holiday. Buffalo will be happy to have 
you as our guests on your holiday 
week-end. Hengerer’s in particular ex- 
tend a warm welcome to our Canadian 











neighbors. We’d like to show you all 
the improvements we’ve made since you 
last visited us. Indirect lighting all 
over the store, new elevators being in- 
stalled, floors rearranged for your 
greater convenience and fresh new mer- 
chandise everywhere you turn, authen- 
tically fashioned, moderately priced. 
May we look forward to entertaining 
you with the pleasures of shopping at 
Hengerer’s in this, our 100th year of 





serving Buffalo and environs?” 
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# Buying Guide 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa... 0.0... 2... ccc cee ccc cence ee eees 48 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.............00.. 000 cece eee e ees 50 
COLT rel rs Naw York (Gityici ss ccc. ccc ccna rence escecosseawetne 48 
CONNELL, J. M., SHOE CO., S. Braintree, Mass............. 0... cc cece ec cecceeees 48 
RE Sree tre, mochester NEY. 6 oc. 5 con ees cen ces cuvanceds ddeecvieveeces 46 
ENDICOTT-JOHNSON CORP., Endicott, N.Y... 0.000 ce ccc ce ce nen eeeeens 4,5 
FREEMAN SHOE CORPORATION, Beloit, Wis........... 00000. c cece cece een ees 10 
GREEN, DANIEL, COMPANY, Dolgeville, N. Y...............0. 000 cece eee eee 2nd Cover 
HANNAHSONS SHOE CO., Haverhill, Mass...........0000 ccc cece cece ee eeees 4% 
Uren tere Oriana, MObi 5. oo. occ oc ce coe ee ce ce en Sess duteulou 50 
CUA Gs Abe, Os oo oon cc cc ccc ec cee segs eases seewse oe sers 46 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............. 000 ccc cee eueececeee 46 
NUNN, BUSH SHOE CO., Milwaukee, Wis............. 00 cc cece cece eee e eee ees 3rd Cover 
PETERS, Branch of Int. Shoe Co., St. Louis, Mo........... 00... cece eee e cece eee ecees 31 
ROHN: Sttme Mire. CO., Milwaukee, Wis... .. 2... ic cc ccc ccercdccececceetece wee ‘5 
ROVICK THEATRICAL SHOE CO., Chicago, Illl........ 0.0 cece ec ec cece cece 52 
VAUGHAN-TOWLE CO... Wakefield, Mass......... 06: ccccc csc cccsecceccccgccvcsece 46 


LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Stenderd Div.. Boston, Mass........... cc ccc ccc ccccsccceccececeve 


ARRGW PEGG UGls, Watertown, MASS... 5... oie ccc cece ccc ccceccvcccvecsce 37 
BARBOUR WELTING CO., Brockton, Mass...........0.0 cee cece ec eeeeees 34, 36, 40, 47 
COULGIWAL Tepesreew GOs Boston, Mass... .... 5c ck bcc cscs edseeeeeseee 6 
CREESE & COOK COMPANY, Boston, Mass........... ccc ccc cee ce cee eeeeeeeeeuee 35 
ENGLAND WALTON GG. Boston, Mass... 0.66 coc cc ccc ccc cer ecsccceccesenacs 45 
RR en 24, 25 
GOODYEAR TIRE & RUBBER CO., Akron, O......... 0 cece ccc cece cence eee eens 23 
HUNT-RARIRIN LEATHER CO.. Boston, Mass... 6... cece ccc ccc cc ccdeccncsesceees 27 
JENKINS, GEORGE O., CO., Bridgewater, Mass........... 0.00... c eee eee e eee 42 
LAWRENCE, A. C., LEATHER CO., Peabody, Mass.......... 0.0.0. c cece cece ee eee eee 44 
Mr Fr ia oa oie sien bose isons cross cic Sis o's Sb edo sb ow adm olee da eidlees 8 
SURE ASe E IO SO, PITBGOIDNIG, PO... 5. ccc cde cc ecne eens lacdacecdvecsencee nes 49 
HOSIERY 
SGHIUVIMILE VALLEY QHIES, Spring Cit), Pas....0..s ccc cicces Son cecienereeseoien 33 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
Si AE IAL, Gas BottGn IMB E6 isos ooo ieee ee biG ok Ow d ns Ohare goede wes 52 
NITED TAGE COMPANY, Boston, Mats... <o65 ccc kek ce bbb bc cc cn ccewcseeees a 3 
UNITED SHOE MACHINERY CORP., Boston, Mass....................245. 7, Back Cover 
VULCAN GORPORATION, Portsmouth: ©. ...5 cc lcc ccc cccee cece ueees Front Cover 


STORE EQUIPMENT AND ACCESSORIES 


ADRIAN X-RAY SHOE FITTER, INC., Milwaukee, Wis.................0 000.00 cee cae 50 
DUNDE RESHAPING DEVICE, New York City............ 0.0.0. e cece cee 


FRANKLIN MANUFACTURING CO., INC., Franklin, O........0..0..0.0............... 52 
Ee TIS TINT Fs co oo leoi ob ec ccaie otc woe ove ching dees ee's haces 55 
SECURITY SHOE FINDINGS MFG. CO., Chicago, Ill...........00.0.00.000202020005. 48 
ee IE IRN IN ETN S 5. oc ce ovc.sdie ad's ccd 6 vas ts 006 406 banc teearecuucee’ 32 
MISCELLANEOUS 
PE ET POO FOTO CY 60 56.5 o's Sige shee boc cb tea eeeecddc cess swasetuee 2? 
BARIS See seen, teew York City. oc cic ee eee Sec ceaceanes 54 
aR ae Rr a Rs Pra 51 
EER ET MONI scien o:b.b.evech gs coves bobieepehe tre esreeeeseuares ee 54 
eeneeeeeee Goto. bee. Maw York City... o.oo. ce cece cece cccecccacces 54 
MARBRIDGE BUILDING, New York City... .....5.. ccc ccccccscccccccccaccecvvcees 51 
I AMR TD 5. csc sido ss cc cap ocak dvleede-svebewweedes esace ves 41 
STEPIAEMEIONE LADORATONRT, BOSON, MES. 6. oi ccc cesceccdvencesceceasoucocecs 55 
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HE dominating appeal of quality to men is well 

known to dealers. There is an abundance of 
this appeal in Vitality Fall Shoes for Men and Boys, 
for these are shoes of sturdy character, honestly 
built of the finest materials by real craftsmen. 

The assortment of lasts is varied in a wide range 
of widths and sizes. Popular price ranges with 
provision for adequate mark-up assure volume and 
profit. These shoes are distinguished in style and 
there is the added value of an accepted name. 

Our comprehensive In-Stock Service provides 
for faster turnover, sustained volume, lower inven- 
tory investment and increased profits. Check your 


stock today and prepare for profits with Vitality. 


VITALITY SHOE COMPANY - ST. LOUIS, MISSOURI 


Branch of International Shoe Company 


MEN'S Boys’ ” 
AAA to G AtoE 
Sizes 4 to14 Sizes 1 to6 
$5.50, $6, $6.75 $4 and $4.50 


WOMEN’S 
AAAAA to EEE 
Sizes 2 to 11 
$6.75, a few styles $6.00 


ALDGATE 
4580 


HASTINGS 
4572 


LESLIE 


CHILDREN’S 
Complete widths and sizes 
$2.25 to $5 


Priced according to size 


VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5.00 
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“KNOWN AS 
THE SAFEST” 
Black: 
White: 
Cofored: . 
PATENT 
LEATHER 


When writing advertisers please mention Boot and Shoe Recorder 
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4 plex tre Cem foe” 


for Spaulding Counters give her Happy Heels 


Whatever the sport is, she plays best in shoes made with Spaulding 
Counters. Such shoes keep her youthful figure trim by supporting 
her properly. Their back-seams stay straight, their quarters and vamp 
neat, as long as the shoe is worn. They fit. Not too much to ask from 
any shoe made with Spaulding Counters. 

Fine materials give Spaulding Counters unusual strength, and 

a resiliency to spring back into shape after each step. Because 
they are moulded on steel lasts in complete right and left size 
ranges, they fit all types of feet. Strength plus flexibility plus good 

fit equals perfect foot comfort. For better shoes, specify WITH 
SPAULDING COUNTERS. 


FAULDING' 


Count ers 


“Made tm North Rochester, N. H. 
NO OTHER PART OF THE SHOE MEANS $O MUCH .. . AND COSTS $O LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 




















3721—Black Side Buckle, 
1544/8 uban 1. 
Sizes 3/9, Width C. 

$1.40 


3722—Same in Black 
Suede. 


3739—Black Suede Tie, 
16/8 Cuban Heel. Sizes 
3/9, Width C.... $1.40 


3740—Same in Brown 
uede. 


Ss 


3742—Gun_ Metal Side 
Buckle Pump, 16/8 


$i 
3741—Same in Patent. 


3747—Patent Two Buckle 
Front Strap, 16/8 Cuban 
Heel. Sizes 3/9, Width 
Cc $1.40 


3748—S ame 
Metal. 








NEW LASTS, NEW MODELS, IN YOUR 


EJ Carly Zale Jpollata 


FOR TOWN AND COUNTRY WEAR 


OOD fitting, smartly designed shoes for early Fall wear—in the 
materials and colors which will be so popular with women of 
fashion. 


Suedes, Patents and Gun Metal—Spectator Sports and Formal After- 
noon models, walled lasts, square heels, round toes, will attract imme- 
diate attention and look so chic that women will just have to buy them. 


Endicott-Johnson’s Women’s Shoes offer all retailers an excellent oppor- 
tunity to get ready now for a profitable and early Fall business. Be 
prepared to meet your customers’ requirements! These shoes are now 
in-stock and ready to be shipped. 


IN-STOCK 


3744—Brown Suede Tie, 3749—Gun Metal Bow 
11/8 Leather Heel. Sizes Pump, 14/8 Cuban Heel. 
3/9, Width C..... $1.40 Sizes 3/9, wrety, % 


3743—Same in Black 
Suede. 3750—S ame in Brown 
Side. 


37388—Brown Suede Oot rey ase 
Heel” gene ayo widen Leather B Heel. Sizes 3/9, 
Cc 


3746—Same in Brown 
—_ m Breen Side and Suede. 
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The Most Favored 


COLORS for FALL 
99 and 258 Brown 


Brown! . . . important for Fall . . . is 
found in two superb Colonial colors . . 
258 and 99. Each of these colors is a 
volume seller . . . each displays a clear 
highlighted shimmer that makes it rich 
and brilliant as only the finest patent 
leather can be. Long wear . . . glamorous 
beauty . . . marvelous resistance to crack- 
ing .. . these three points, combined with 
the fact that the colors are authentic, 
make 258 and 99 the numbers for your 
Fall shoes. Colonial Tanning Company, 
Boston, Massachusetts. 


FOR THE BEST PATENT LEATHER SHOES 


When writing advertisers please mention Boot and Shoe Recorder 
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For the Flexible Foot 
Of A Growing Girl. 


A NEW last, identified as a Juvenile Free Tread, 


developed especially to meet the needs of the miss, 






or growing girl, whose extremely slim, weak or flex- 






ible feet make her hard-to-fit in the conventional 


growing girl's or big misses’ shoe. 










This shoe, despite its rugged juvenile appearance, 


has a longer forepart, wider tread, wide shank, slim 






- fitting instep, and snug fitting heel. 






Realizing that flexible feet usually rotate, the last 





has been dug out on the inner border of the heel 






seat, to accommodate a one piece cookie innersole 






(buffed grain), and a wedged heel base. 









IN-STOCK These Juvenile Free Treads have been in the hands 


Style 800 White Elk 
Style 801 Brown Elk 





of a number of our distributors for over sixty days. 







Price $4.00 Their experience shows that we have developed a 
AAAA 5 to 10 di 
eae ibe sh most unusual last, and a very efficient juvenile cor- 
AA 31/, to 10 , 
A,B,C 3 to 10 rective shoe. 








FREE TREAD SHOES 


Made by W. B. COON CO. 











CHICAGO OFFICE 37 CANAL ST. NEW YORK OFFICE 
506 Security Bldg. 910 Marbridge Bldg. 
189 W. Madieon 3. ROCHESTER, N. ¥; 34th St. oni | ral 
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16,000,000 
Copies of our Weather- 
Bird ads will go into 
that many’ homes dur- 
ing September, October 


and November. 


Wi 


\\ 





Tus Fall we are concentrating our National Adver- 
tising efforts on Weather-Bird Shoes. Past experience 
has proven that when you sell the children you sell 
the parents. 


With strong consistent copy in the various kinds of 
magazines . . metropolitan, farm, sectional and spe- 
cialty types, we believe Weather-Bird shoes will be 
backed by more selling force than any other juvenile 
line. 

Better than 5 million ads will go into as many homes 
each month during the Fall season. Every type of con- 
sumer will be reached and you can cash in on the de- 
mand for Weather-Bird shoes if you will tie in locally. 


Local Promotion: We provide Weather-Bird dealers 
with a wealth of promotional material. 1. Weather- 
Bird Stamp Plan. 2. Bicycle Contest. 3. Circulars, 
Post Cards, Newspaper Ads. 4. Movie Shorts, Inserts. 
5. Window Cards, Posters, Price Tickets. 6. Novelties 
to give kiddies. 


tou. 


BRANCH OF INTERNATIONAL SHOE CO @ e 
SAINT LOUIS @© @ ¢ © MISSOURI. 
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